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Pink Cogitating on 
What to Do with 
the Counsellors 


Features of the Meeting of 
New York State Life 
Underwriters 


New York should not be in a hurry to 
enact laws controlling insurance coun- 
sellors, .Superintendent Pink told the 
New York State Life Underwriters As- 
sociation at its semi-annual meeting at 
Bronxville. He said the department is 
studying the counsellor situation and 
that it would be well to wait for the re- 
sults of the Massachusetts experiment 
in licensing counsellors. Also it is pos- 
sible, he said, that time may solve the 
problem without the necessity for legis- 
lation. 

Commenting on the monopoly investi- 
gation of insurance by the Temporary 
National Economic Committee, Mr. 
Pink said that while it is true that the 
TNEC is apparently concentrating on 
showing unfavorable aspects of life in- 
surance rather than the picture as a 
whole yet it is a public body duly con- 
stituted and that as a state official he 
felt that it was proper and necessary 
to cooperate with it. 


Agency System Justified 


Mr. Pink said he believes the agency 
system has more than justified itself by 
the wide distribution of life insurance 
and its social and economic benefits 
which have been given to the nation 
through voluntary saving. He praised 
the agents’ work and their place in the 
community. 

Former Senator Garrity of Yonkers, 
formerly a member of the senate insur- 
ance committee, introduced Mr. Pink. 
S. L. McCarty, Provident Mutual, Al- 
bany, the association president, con- 
ducted the meeting and presented his 
Presidential report. 

R. G. Engelsman, general agent Penn 
Mutual, New York, association vice- 
President and chairman of the general 
committee, reported that the association 
had been cooperating with the insurance 
department in drafting plans for exami- 
nations for agents, which will be re- 
quired under the new law after Jan. 1, 
1940, The department, he said, plans 
to require examinations which will be 
comprehensive yet fair. 


Little Bank Competition 


_ No trouble with competition from sav- 
Les bank life insurance was reported. 
nsurance counsellors are not causing 
any measurable trouble outside of New 
ork City. One counsellor firm at- 
€mpted to set up shop in Rochester but 
Soon withdrew. 
B hed Wertimer, manager Prudential, 
ultalo, was appointed chairman of the 
nominating. committee: The annual 
meeting will be Held:in May in Syracuse, 
(CONTINUED ON LAST PAGE) 





Walker Buckner’s Career 
Crowded with Usefulness 


NEW YORK—Walker Buckner, ex- 
ecutive vice-president New York Life 
and brother of its board chairman, T. A. 
Buckner, died Nov. 12 at Doctors Hos- 
pital, New York City. He was 68 years 
old. Death was due to an acute illness 
but he had been in failing health for 
some time. His condition was aggra- 
vated by the tension and anxiety of his 
recent return from Europe on the last 
trip of the motorship “Batory”’ under 
the Polish flag. Not only was the voy- 
age a perilous and nerve-wracking expe- 
rience but for a time it appeared that he 
would not be able to get accommoda- 
tions and would be stranded in Europe. 

Mr. Buckner had been with the New 
York Life 54 years last July 15, having 
begun his career as an office boy with 
the Milwaukee branch. Clerk and cash- 
ier at 18, he was agency director in St. 
Paul for the New York Life’s nortn- 
western territory when he was only 20. 


Ideas Sane and Practical 


As an agency executive he is remem- 
bered for the sane, practical nature of 
his ideas and his able leadership. He 
was definitely not of the “inspirational” 
school and his talks to agents had little 
in common with what a football coach 
tells his team between the halves. His 
emphasis was always on steady, consis- 
tent production from steady, consistent 
effort. He distrusted the sporadic type 
of production, even though it might pro- 
duce occasional large cases. He felt that 
in the long run the steady producer 
would outlast the flashy performer—a 
point of view that has become more and 
more widely accepted with the passing 
years. 

After listening to a talk by Mr. Buck- 
ner agents went out with a renewed 
desire to sell life insurance not. because 
they had been worked up to an emo- 
tional pitch but because they felt a new 
conviction of the value and desirability 
of life insurance from the buyer’s point 
of view. 


Expert at Selecting Men 


Mr. Buckner had an exceptional flair 
for picking new men with an eye to their 
potentialities and then training them in 
a way that brought out their abilities +o 
the utmost. For example, the late 
James Campbell, inspector of agencies 
in the Chicago territory, was taken on 
by Mr. Buckner as a clerk in Minne- 
apolis. The late W. A. Wood, inspector 
of agencies for the Memphis territory, 
was hired by Mr. Buckner as a clerk in 
the St. Paul office. 

Like several other of the large life 
companies, the New York Life formerly 
had an extensive European business and 
it was in connection with this that Mr. 
Buckner did some of his most notable 
work, both as European manager and 
in winding up the New York Life’s Eu- 
ropean business when it retired from 
that continent. 


Mr. Buckner’s Career 


In 1904, after serving as agency di- 
rector in St. Paul, and St. Louis and 
inspector of agencies, he was promoted 
to superintendent of agencies in the Eu- 
ropean department, with headquarters at 
Paris. There he was actively engaged 








in developing the agency organization 
and new business until the outbreak of 
the world war. 

When Second Vice-president Inger- 
soll, director-general for Europe, went 
on leave of absence because of illness, 
Mr. Buckner was authorized in 1909 to 
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act for Mr. Ingersoll and given power 
of attorney in handling European busi- 
ness. Mr. Ingersoll died that year and 
Mr. Buckner was authorized to sign as 
director-general for Europe and to fill 
Mr. Ingersoll’s place until election of 
a new second vice-president. In the 
election Mr. Buckner was chosen as 
chief European executive. 

In 1913 Mr. Buckner negotiated with 
Italian officials for the transfer of the 
company’s Italian business to the Italian 
government insurance institute, follow- 
ing the enactment of-a monopoly law in 
Italy the previous year. 


Rendered Excellent Service 


For his cooperation in this work, the 
King of Italy conferred upon him the 
order of commander of the Crown of 
Italy. His able direction during the pe- 
riod when the company was winding up 
its foreign interests and retiring from 
the European field brought him high 
praise not only from directors of the 
New York Life, but from European 
business men and diplomats as well. In 
New York, the board of directors ex- 
tended to Mr. Buckner “its thanks and 
congratulations on the successful inau- 
guration and the successful conduct of 
an extremely difficult piece of business.” 
He was widely praised for his prompt- 
ness and fairness in meeting the require- 
ments of European policyholders and ir: 
resolving the many legal and political 
problems. 

In 1925 the directors elected Mr. 
Buckner vice-president. He was elected 
executive vice-president in 1936. 

As head of the agency department. 
Mr. Buckner was responsible for the 
direction of 143 branch offices with an 
organization of about 250 agency men 





Industrial Hearing 
in New York Brings 
Out Various Views 


All Hands Given an 
Opportunity to Air 
Their Sentiments 


NEW YORK—tThe proposal to re- 
quire written examinations of new in- 
dustrial agents as well as new ordinary 
agents evoked no objections at hearings 
held by the joint committee on insurance 
law revision of the New York legisla- 
ture this week. C. G. Taylor, Jr., second 
vice-president Metropolitan Life, and 
Carroll Shanks, vice-president and gen- 
eral solicitor Prudential, pointed out 
that all their agents selling industrial 
also sell ordinary and hence new agents 
would have to take the examination even 
if the legislature removed the industrial 
agents’ exemption contained in the law 
which goes into effect Jan. 1. Superin- 
tendent Pink favors written tests for in- 
dustrial agents. 

Morris Kramer, insurance editor of 
“The Day,” Jewish daily newspaper, ar- 
gued vigorously for the removal of the 
year-old ban on the sale of industrial 
endowment insurance. 


Morris Siegel Speaks 


M. H. Siegel, co-proprietor of Policy- 
holders’ Advisory Council, took issue 
with Mr, Kramer’s plea for endowment 
insurance, saying he would not object 
to endowments for children if it were 
certain that the fathers had sufficient 
coverage. He said that what usually 
happens when a parent dies is that the 
savings plans for the children are de- 
stroyed. 

Mr. Siegel denied Mr. Kramer’s asser- 
tions as to the value of companies’ 
nursing service, saying that there is no 
significant difference between the indus- 
trial mortality of the Prudential, which 
has no nursing service and the Metro- 
politan, which has. 

Criticizes Equity 

He charged that there is “no such 
thing as equity to industrial policyhold- 
ers” in mutual companies and that if the 
present situation is to continue these pol- 


icyholders would be better off in stock 
(CONTINUED ON PAGE 22) 








and 8,000 agents throughout the United 
States and Canada. 

Mr. Buckner is survived by his wife, 
Mrs. Eva Orton Buckner, and four sons, 
Tulley, member of the New York Stock 
Exchange; W. Thornton, life insurance 
manager; Lewis, associate actuary; and 
John J., attorney; and by two brothers, 
Samuel O. Buckner, who was also with 
the New York Life and retired after 43 
years of service, and Thomas A. Buck- 
ner, chairman of the board of the New 
York Life. Mr.’ Buckner was born 

(CONTINUED ON PAGE 22) 
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Hercules Life Offers Lessons 


Former Vice-president of Sears, Roe- 
buck Insurer Cites Vital Need of Agent 





Walter E. Webb, who now resides in 
Los Angeles, has prepared an interesting 
article giving his observations on the les- 
sons to be learned from the unsuccessful 
venture of Sears, Roebuck & Co. in the 
life insurance business. The first install- 
ment of the article appears herewith. Mr. 
Webb speaks with authority, as he was 
vice-president of -Hercules Life, the com- 
pany that was owned and operated by 
Sears, Roebuck, and prior to that was 
vice-president of National Life, U. S. A. 
The latter company was placed in recew- 
ership and the business was reinsured 
with lien by Hercules Life. 


By WALTER E. WEBB 


In February, 1934, the Sears, Roe- 
buck-owned Hercules Life Insurance 
Company was. awarded the reinsurance 
of the business of the defunct National 
Life of the U. S. A. In May, 1938, the 
Hercules parted with its reinsurance 
treaty and retired from the business. 
Like a meteor, the Hercules flashed 
across the life insurance field and was 
gone. : 

‘Sears’ exit was in strange contrast to 
the representations of the Hercules’ am- 
bitious plans sincerely and eloquently 
addressed to the court by able counsel 
in January, 1934. The court had weighed 
seasoned life insurance management 
against the integrity and stability vouch- 
gafed in Sears and the Hercules won. It 
is significant here to note that one of 
the qualified but rejected bidders was to 
assume the reinsurance treaty in 1938 
and to pay Sears a bonus for it. 


Familiar Question Heard 


Frequently the question was asked: 
“Do you think Sears will make a go of 
it’? It was as frequently answered: 
“Sears make a success of anything they 
tackle,”. or “Sears wouldn’t go into any- 
thing if they didn’t know they could 
make a go of it.” The corporation which 
weighs a truck load of mail and knows 
how many orders and how much money 
is inside, just could not miss. Yet four 
years and a fraction in the life insurance 
business can prove nothing conclusively 
éxcept that a mistake was made -in: the 
first place. What happened? 

Sears Roebuck & Company is the 
largest institution of its kind in the 
world, buying and selling every variety 
of.domestic and imported. merchandise, 
hard and soft lines, from tractors to 
babies’ bibs. Merchandise is distributed 
through 10 massive mail order. plants 
and some 400 retail stores, scattered 
from coast to coast. Sears is also en- 
gaged in the manufacture of farm imple- 
ments, paint and varnish, mill work, 
phonographs, stringed instruments, ra- 
dio cabinets, pianos and stoves, the pub- 
lishing business and controls and op- 
erates the Sears-Community Bank. 


Much Talent Is At Hand 


~The operations of this vast organiza- 
tion. involve finance, foreign exchange, 
law, real estate investment, advertising, 
public, . political. and legislative services, 
traffic and. personnel management on a 
formidable scale. The enterprise de- 
mands commercial; professional and in- 
dustrial skill of the highest order, quali- 
fied to organize and. successfully man- 
age almost any conceivable business— 
except what it takes to succeed in life 
underwriting. E 

The reason is a many sided one. This 
is my opinion: that success in one or 
more’ things seems to beget the notion 
that’ it is a guaranty of success im any- 
thing; that the decisions of a large cor- 
poration do not always reflect its great- 
est strength, collective judgment; that 
Sears responded to: the idea that there 
were “millions’ in it” quick; that those 


steeped in the “profit motive” which ani- 
mates ordinary business have little pa- 
tience with the “long pull,” characteris- 
tic of successful life underwriting: Mer 
chandising operation is the antithesis of 
life insurance operation. In merchandise 
you have quick profit through turnover, 
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in life insurance you have slow profit 
through continuity. 

The Sears Roebuck excursion into life 
underwriting looms large as Exhibit A 
in support of present day life insurance 
management for life insurance compa- 
nies and the necessity for the American 
agency system, if the American public 
is to insure and remain insured for the 
benefit of its dependents. 


Final Conclusion of R. E, Wood 


General R. E. Wood was head of 
Sears and sponsor of the Hercules. In 
its last days he told the press, “You 
can’t sell life insurance through a cata- 
logue.” That statement with subscrip- 
tion of its origin may well be framed 
and placed in the private office of every 
life agency officer, every general agent 
and on the desk of every life under- 
writer. . 

If ever mail order, instead of per- 

sonal, underwriting, was tried under the 
most favorable conditions, the Hercules 
did just that, offering its protection 
through the semi-annual catalogue to 
upwards of 10 million people. Contact, 
approach, institutional confidence, every 
sales making element, save one, was in 
the hands of the Hercules. But, the es- 
sential element of the American agency 
system, the personal interview, was not 
there with the result the Hercules is not 
here today. 
’ It is not the company, the names of 
prospects, the attractive policy, the pro- 
gram, the advertising, the C. L. U. de- 
gree or the sales plan. They are impor- 
tant. One should have them, all of them. 
They determine the degree of successful 
performance. But there can be~no suc- 
cess at all without personal interviews- 
interviews-interviews. 


Must. See Them, to Sell Them. - 


The life underwriter’s greatest sphere 
of influence is a rectangle—the four 
walls of the prospect’s office—with him 
in it. Although it was not planned that 
way, Sears Roebuck proved beyond per- 
adventure that “You gotta see ’em if 
you're gonna sell ’em.” There is -no 
other way. : : 

The company began by writing appli- 
cations through. the mail order cata- 
logue, and incidentally, through those 














agents who were taken over with the 
reinsurance treaty. No new agents were 
to be employed. Full page advertise- 
ments were run in the catalogue, telling 
all about the low salaries and low cost 
of operation, no home office building, 
etc., indicating an economy of manage- 
ment which would be reflected in the 
net cost to policyholders in the years to 


come. The inquiries came in huge mail 
bags. Thousands upon thousands of 
them. A champion hog caller could 


achieve no better response. The typical 
life underwriter would have suffered 
palsy looking at all those “leads,” names 
of people who actually wanted to know 
about life insurance. But they were not 
qualified. 


Inquiries Are Analyzed 


The inquiries were composed of com- 
paratively few who were really inter- 
ested, many who were curious to see 
how Sears planned to under sell life in- 
surance as they did other merchandise, 
many who were not insurable, many 
who wanted insurance and couldn’t pay 
for it. This mass was scattered across 
the nation, in every city, village, hamlet, 
farm, ranch, and every inaccessible place 
you could imagine. By the time the real 
prospects were culled out, and then al- 
located in relation to where the 100 or 
more agents were available, the reach- 
able prospects to each field man were a 
small number, indeed. The big hope 
and responsibilities lay in the direct 
mail solicitation. 

As the General said, “You can’t sell 
life insurance through a catalogue.” You 
can “sell” an inquiry but after there is 
nothing you can put on paper that sub- 
stitutes for the direct, personal, man to 
man discussion which brings the name 
to the dotted line. You can’t send a let- 
ter that will put a pen in the hand of the 
prospect, make him sign the “app,” and 
send in the money. The life insurance 
prospect must have more fire put under 
him than comes out of a typewritten 
sheet of paper, before he’ll move. Hu- 
man nature is allergic to anything even 
remotely associated with death. There’s 
been no change. They are not the same 
prospects today, but it’s the same old 
resistance. There’s more life insurance 
written, but that’s because the American 
agency system has a better underwriter. 
He’s not the same man either. The 
present day underwriter has acquired a 
technique better to dissolve the pros- 
pect’s “die to. win” inhibitions. 


From Quizzer to Prospect — 


‘Every conceivable method was em- 
ployed to convert quizzers into pros- 
pects, the prospects into policyholders. 
The easy approach was tried, in all its 
variations. The straight out, first letter 
“close” was attempted, all the known 
selling devices were brought into play 
by practical men, theorists, experts, 
working together, working singly. With 
some prospects, one letter endeavored 
to awaken interest, create desire, deci- 
sion to act and action itself. Others 
went the long way around, the indirect, 
wily approach of the deer hunter stalk- 
ing his prey. The prospect was dis- 
armed with nonchalance, he found him- 
self corresponding with an old friend 
who didn’t seem to want anything. The 
gamut of sales psychology was run up 
and down, like Paderewski ripples the 
keys of the piano. But, it didn’t click. 
In most cases the correspondence be- 
came wholly one sided after the first 
beguiling missive from Hercules. Fol- 
lowups,. laden with charm and allure 
were sent on, but nothing. eventuated. 
It was baffling, in a way. Here was a 
man who'd write in, tell who he was, 
where -he was, his. age, occupation, re- 
quest further information and_ then, 
when he got it, that was that. The 
prospect’s capacity for silence was stu- 
pendous. It seems that the Hercules 
letter came as a tip off that the G-men 
were. after him. 

Within a short time it was decided to 
employ some new casualty fieldmen who 
would write life insurance for Hercules 





and auto lines for the others Sears jp. 
surance company. The life leads were 
distributed to old and new men. A few 
did well, some did very little and others 
felt that the leads had no value. When 
it reached a point of actual life under. 
writing, it resolved itself into an ortho- 
dox solicitation and the agent was con- 
fronted with all the hurdles over which 
one must take any new company. Com- 
petition was keen. The prospect felt 
happily disposed towards Sears, he 
would: buy.a washing machine or a re- 
frigerator or tire or anything else he 
could buy at a cash on the barrel re- 
duced price. But when it came to a 
life insurance policy, with a partici- 
pating premium, approximately that 
charged by any other company, he 
raised all the leading questions bearing 
on competitive net cost and continuity, 
In view of what happened his skepti- 
cism was well founded. His Hercules 
life insurance policy as such, if he had 
bought one, “wore out” before his wash- 
ing machine. 


Different from Merchandise 


There were dreams of what could be 
done which challenged the imagination, 
And they might have been realized to 
a substantial degree with time and in- 
vestment and a course not exactly along 
orthodox lines, but nevertheless a con- 
structive one. But, Sears thought of 
life insurance just as they do about 
garden hose or bicycles, make em, sell 
em, deduct the cost, there’s the profit. 
The idea that you waited years for 
profit on a transaction initiated now 
was simply beyond their commercial 
horizon. Instead of a _ slow, steady 
growth they expected to see black ink 
from the jump off and the deferred 
profit idea seemed to be a queer busi- 
ness, if any business at all. They knew 
all about life down on the farm, yet 
they expected to plant seed today and 
shuck corn tomorrow. 


Contrary to some impressions Her- 


cules insurance was not sold through 
the clerks in Sears stores. Agents had 
headquarters in the store buildings and 
offices in the mail order plants. 


Tried It Out on Employes 


The new business done was incon- 
sequential. Some was written on Sears 
employes under a salary deduction. plan. 
With some 40,000 employes, that looked 
like a field of clover. Even here were 
difficult hazards. Many had a feeling 
they didn’t want all their eggs in one 
basket. Others just didn’t like to be 
pressed to patronize their parent cor- 
poration. Practically all of them had 
group insurance in a splendid company. 
There was a total of some 25 or 30 
millions of that. By the time the group 
premium, the profit sharing fund con- 
tribution, the partial payment for stock 
under option, the social security con- 
tribution, deduction for goods purchased 
at discount, came out of their salaries 
the margin for insurance in the Her- 
cules, on the average, was not so much. 

Hercules new business and surplus 
history was about as follows: 


New Business Surplus 
1934.... $2,500,000 $500,000 
1935.... 4,400,000 508,000 
TOGO. 6s 5,000,000 495,000 
4937... 6,500,000 470,000 


Surplus figures were chiefly affected 
by market value adjustments. 


Conserving Surplus 


The company just went along like 
any small new company would if con- 
serving surplus, rather than attempting 
to write new business. When the busi- 
ness. was. transferred Hercules proper 
had about 14 millions in force after four 
years of operations. Most of the busi- 
ness was produced by the lowly field- 
man. 





W. M. Johnston,:superintendent Balti- 
more: Life; Pittsburgh; was honored for 
30 years ‘of service at a banquet attended 
by more than 100 employes’ and friends. 
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Presidents’ Theme 
Stresses Individual 
Enferprise 


M. A. Linton to Open 
Gathering—Neslen to 
Represent Commissioners 


NEW YORK—Individual enterprise 
as a factor in building security in America 
will be stressed at the annual conven- 
tion of the Life Presidents Association 
here Dec. 14-15. Invitations to attend 
the meeting, together with formal an- 
nouncements giving the theme and out- 
lining the scope of the discussions, are 
now being sent out to members and in- 
vited guests. 

The convention theme, “Mobilizing 
for Security Through Individual Enter- 
prise,” will be developed by Chairman 
M. Albert Linton, president Provident 
Mutual Life, at the opening session. 
Speakers will cover various functions of 
life insurance in relation to this central 
topic. 

Commissioner Neslen of Utah, as 
president will represent the National 
Association of Insurance Commission- 
ers. Adhering to one of its convention 
traditions, the association also is reserv- 
ing a place on its program for a dis- 
tinguished Canadian. 


_ Special Surveys Made 


Special surveys are being made to aid 
in the development of the central theme. 
The results of these studies, to be an- 
nounced at the convention, will throw 
light on such subjects as current activi- 
ties and accomplishments ‘of Americans 
in mobilizing individual resources 
through life insurance, and the excent 
of the benefits now being enjoyed as a 
result of individual enterprise and thrift 
exercised through that channel. The 
surveys also cover the investment of 
life insurance funds and _ mortality 
trends among policyholders. 

In presenting the theme the associa- 
tion’s announcement states that individ- 
ual enterprise and a strong sense of 
individual responsibility have been mo- 
tivating forces in the advancement of 
security. Serving as a vehicle of out- 
standing usefulness in mobilizing in- 
dividual resources, life insurance has 
facilitated the forward march of secur- 
ity in America. 


Fosters Human Dignity 


The recognition of individual respon- 
sibilities, no less than the recognition 
of individual rights, fosters a sense of 
human dignity and freedom which is 
the greatest endowment democracy can 
estow. Of more than material signifi- 
cance, therefore, the progress of 
Americans in building security through 
individual enterprise, by means of life 
insurance and other forms of thrift, evi- 
— the vigor of the ideal of democ- 
cy. 

“No more effective means of under- 
writing the material and spiritual values 
of democracy can be devised than to 
Provide opportunity for the individual 
to create, through his own efforts, ade- 
quate security for himself and his’ de- 
pendents.” 


Commissioner McCormack to Talk 


: On the program of the National As- 
sociation of Insurance Commissioners 
for its mid-year meeting at the Edge- 
water Gulf Hotel, Edgewater Park, 
Miss.. Dec. 6-9, Commissioner J. M. 
McCormack of Tennessee has been 
added. He will speak at the morning 
Session, Dec. 8, on “Real Estate Ap- 
Praisals and Investments of Life In- 
Surance Companies.” 








Public Relations, 


Not Selling, Held 
Agents’ First Job 


NEW YORK-—Selling—at least in 
the ordinary sense—isn’t the most im- 
portant job the better agents have to 
do, H. C. Flower, Jr., vice-president J. 
Walter Thompson Company, advertising 
counsel for the Institute of Life Insur- 
ance,’ told members of the New York 
City C. L. U. chapter. 


Better Agents Suffer 


“Your job is to carry the banner of 
one.of the most important public rela- 
tions programs ever launched,” he con- 
tinued. “If you do it successfully, you'll 
write more insurance than you ever 
have, for the relationship with your pros- 
pects will be changed from one of 
solicitation to one of consultation. 

“Those of you who are doing a fine, 
constructive job are suffering because 
some insurance agents are failing to do 
theirs. When they fail to render the 
service which their policyholders should 
have or when they use new business 
tactics that create public resentment, you 
suffer. 


Two Things Can Be Done 


“What can you do about it? Two 
things: Continue to prove to other in- 
surance.agents that you can achieve big- 
ger success in rendering real service 
than you can by mere selling and, sec- 
ond, urge your companies, your general 
agents and your associations to bring 
the quality of all agents to this level. 
The success of such a program of pub- 
lic education depends on you.” 

Mr. Flower took up in considerable 
detail the need of getting the true story 
of life insurance before the public to 
offset detracting forces. R. S. Maech- 
tel, Union Central, chapter president, in- 
troduced Mr. Flower. 


E. A. Woods Agency 
Plans Anniversary 


Pittsburgh Organization 
Will Celebrate Its 60th 
Jubilee Next November 


PITTSBURGH — The Edward A. 
Woods Company, general agent for the 
Equitable Society, has launched plans 
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for celebration of its 60th anniversary in 
November, 1940. 

In connection with the celebration a 
“Sixty Club” has been formed with 
membership restricted to those who pub- 

(CONTINUED ON LAST PAGE) 











ROLL CALL TIME 


Emergency: an unforeseen occurrence or combination of 
* circumstances which calls for immediate ac- 
tion or remedy. —The Dictionary. 


When the Red Cross, in its annual drive for member- 
ships, invites your support, as it now does, it offers a program 
of its work for the coming year. That program starts off with 
the single word, “Emergencies,” and blank pages follow. 


But those pages never remain blank. The list inevitably 
will be filled in with everything from “epidemic” to “hurri- 
cane,” and with name-places dotted all over the map—includ- 
ing, quite possibly, your own home town. 


This year to the peacetime emergencies will be added 
the burden of aiding victims of the war in Europe, and the 
need for Red Cross service will be multiplied. Its indispens- 
ability in times of distress is proverbial. 


While the Red Cross does in the mass what each of us 
otherwise would have to do individually, the contributions 
toward expenses must be made individually. 


Roll call time is here. t 


THE PENN MUTUAL LIFE INSURANCE CO. 

WILLIAM. H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board : President 
INDEPENDENCE SQUARE, PHILADELPHIA 























Officials Discuss 
Surrender Charge 
Proposal 


Company Men Oppose 
New York Law Revision 
Plan for Time Limit 


NEW YORK — Hartford companies 
selling non-par insurance are consider- 
ing the advisability of changing to a 
3 percent reserve basis from the 
present 314 percent basis and would 
be hampered by a drastic cut in ‘sur- 
render charges, such as would result 
from the joint legislative committee’s 
proposal. 

. H..S. Beers, vice-president and ac- 
tuary Aetna Life; J. E. Hoskins, -as- 
sistant actuary Travelers, and J. M. 
Laird, vice-president and actuary .Con- 
necticut General Life, appeared for the 
Hartford companies. o 


NEW YORK.—Opposing the . New 
York insurance law revision committee’s 
proposal for a time limit on surrender 
charges considerably more stringent 
than many companies now observe, com- 
pany spokesmen told the committee at 
a hearing this week that the soundness 
of life insurance and equitable treatment 
of policyholders would’ be served . best 
by continuing to leave the charges, 
within present statutory limits as to 
amount, to the individual companies’ 
judgment of what constitutes equitable 
treatment. 

B. E. Shepherd, actuary Life Presi- 
dents Association, analyzed in detail the 
factors involved, concluding by saying: 

“The subject of surrender values and 
surrender charges is one of great com- 
plexity, involving a wide range of ‘indi- 
vidual opinion. The problem is primarily 
one of equitable treatment of different 
groups of a company’s policyholders. It 
is fundamentally one of internal manage- 
ment, the solution of which depends 
upon the exercise of individual discretion 
in the light of varying circumstances. 


Flexibility Is Needed 

“Life insurance contracts are. basically 
of a long term character. Any. determi- 
nation of contract obligations to. be-per- 
formed years in the future should ‘allow 
ample latitude for changing future con- 
ditions. 

“Any use which is made of average 
reserve values. for the determination ‘of 
individual equities should recognize the 
various limitations of reserves for that 
purpose. - . 

“The determination of -sound surren- 
der values is intimately tied up with the 
equitable apportionment of expenses—a 
subject upon which there is a wide range 
of opinion. 

“Human nature also has a bearing on 
the probfém which cannot be overlooked. 
The policyholder who is free to exercise 
his judgment concérning the continuance 
or discontinuance of his contract is: not 
likely to ignore his own interest. This 
has a direct relationship to the determi- 
nation of surrender values. 


Most Liberal Guarantees 

“Surrender value guarantees in this 
country have probably been more’ lib- 
eral than in any country-in the world. 
There is reason to believe that, with: the 
continuance of a fair degrée of freedom 
in the determination of: these values, 
competitive forces will contiriue. to insure 
the-liberal treatment of policyhoiders.” 

E. .E. Rhodes, vice-présidént ‘Mutual 
Benefit Life, sketched the background of 
the present $25 per ‘$1,000 surrerider 
charge limit. Mr: Rhodes, wha was-con- 

‘¢CONTINUED ON PAGE 22): : 
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Home Office Life 
Underwriters Meet 


Hazards of War Principal 
Topic Before Selection 
Men in New York 


NEW OFFICERS ELECTED 


President—Leigh Cruess, Home Life. 

Vice-presidents—J. D. Williamson, 
Canada Life; Henry H. Jackson, Na- 
tional Life. 

Secretary—Douglas S. Craig, Metro- 
politan. 

Treasurer — George E. Rogers, Jr., 
Prudential. 

Editor—George W. Cheney, Phoenix 
Mutual, 

New members executive council — 
W. H. Dallas, Aetna; Ross B. Gordon, 
State Mutual; A. P. Morton, Manufac- 
turers Life; D. B. Semans, Lincoln 
National; Walter Tebbetts, New Eng- 
land Mutual. 


NEW YORK.—Discussion of war, its 
effects on risks and how to underwrite 
the hazard is thé main feature of the 
fall meeting of the Home Office Life 
Underwriters Association being held 
here for three days, starting Thursday. 
J. M. Laird, vice-president Connecticut 
General Life, gave his presidential ad- 
dress. Leigh Cruess, vice-president 
Home Life of New York City, was 
chairman of the first morning session. 

Edward A. Lew, Metropolitan, pre- 
sented a paper on “Recent Mortality 
Trends.” Pearce Shepherd, Prudential, 
and Frank A. Hallen, Mutual Life of 
New York, commented on this topic. 
The remainder of the morning was 
given over to an informal discussion of 
“Juvenile Insurance” by D. B. Semans, 
Lincoln National; J. D. Williamson, 
Canada Life; James Q. Taylor, North- 
western National, and R. F. Tull, Fidel- 
ity Mutual; and “Term Insurance on 
Women Risks” discussed by R. C. Mc- 
Cankie, Equitable Life of Iowa; W. E. 
Creery, Provident Mutual, and L. W. 
Morgan, Pacific Mutual. 


Symposium on War Risks 


J. D. Williamson, assistant actuary 
Canada Life, was chairman of the sym- 
posium on risks affected by war. This 
was further discussed by J. G. Parker, 
Imperial Life; H. R. Bassford, Metro- 
politan; John H,. White, New York Life, 
and Harold F. Larkin, Connecticut 
Mutual. 

Henry H. Jackson, actuary National 
Life of Vermont, will open the Friday 
morning session and serve as chairman. 
Ray D. Murphy, Equitable So- 
ciety, will read a paper on “The Under- 
writer of Tomorrow.” Walter Tebbetts, 
New England Mutual, and Leigh 
Cruess will present prepared discussions 
on this subject. 

Malcolm Adam, Penn Mutual, will 
give a paper on “The establishment and 
maintenance of good relations between 
the underwriting department and the 
agents in the field.” The Friday after- 
noon session will be devoted to an in- 
formal discussion of various phases of 
underwriting, at which W. H. Dallas, 
vice-president Aetna Life, will be chair- 
man. 

The occupational section, of which 
Harold Davies, assistant superintendent 
Equitable Society, is chairman, held its 
’ meeting Wednesday, Mr. Davies giving 
a short address. 

C. C. Payson, Connecticut General, 
gave a paper on “Occupational Hazards 
of City Firemen”; C. H. Sutman, Secur- 
ity Mutual, spoke on “Civilian Conserva- 
tion Corps.” Dr. W. J. McConnell, Met- 
ropolitan, discussed “Inhibitory Dusts.” 

a B. Peay, Jr., Life of Virginia, 
gave a paper on “Wall Board Manufac- 
ture.” W. A. Harrison, Jr.. New York 
Life, discussed “Bail Bond Brokers.” 
Morris Pitler, Mutual Life, closed with 
a discussion of the “Effect of War Con- 
ditions on Occupational Underwriting.” 








Qualifies 45 Men as 


Career Underwriters 


BOSTON.—Forty-five members of 
the New England Mutual agency force 
have already met the rigid requirements 
of the company’s new “Career Under- 
writing” educational course, and have 
been awarded engrossed certificates 
conferring upon them the designation of 





W. E. HAYS 


Career Underwriter. The certificates 
were presented at the recent regional 
meetings by William E. Hays, director 
of agencies, and John Hill, who is in 
charge of administration of the course. 

“Career Underwriting” has won wide- 
spread acclaim for its comprehensive 
survey of the structure of the life insur- 
ance institution and for its presentation 
of the selling process and sales tech- 
nique, in which were fused the contribu- 
tions of many outstandingly successful 
men in both selling and educational 
fields. The course is so constructed that 
it may be used either as a basis for 
group study in general agency centers, 
or through correspondence by those un- 
able to join in study groups. 

The Cleveland agency led with 11 
awards, including Earle W. Brailey, gen- 
eral agent. The John T. Shirley agency 
at Pittsburgh and the Horace Mecklem 
agency at Portland, Ore., each qualified 
with five. 





London Life Men Inspect Building 


DES MOINES—A group of London 
Life of Canada officers visited the new 
Bankers Life building which is nearing 
completion. The London Life is plan- 
ning an addition to its building and its 
officials made the inspection trip to 
study the Bankers Life structure. The 
group included E. E. Reid, managing 
director, and his son R. E. Reid; O. D. 
Newton, secretary; and D. A. Henni- 
ger and P. A. Deacon, company archi- 
tects. E. McConney, vice-president and 
actuary of the Bankers Life, was host 
to the visiting group. 





Much Interest Seen 
in Proposed Table 


Insurance Commissioners 
May Take Final Action 
on the Mortality Report 


Much interest will be taken in the 
meeting of the mortality table committee 
of the National Association of Insurance 
Commissioners Dec. 6 at the Edgewater 
Gulf Hotel, Edgewater Park, Miss., 
where the winter meeting will be held. 
C. J. Gough, deputy insurance commis- 
sioner of New Jersey, will be in charge 
of the meeting. It is anticipated that the 
committee will make an immediate re- 
port and that the association will be able 
to take final action. 

A. N. Guertin, actuary of the New 
Jersey department, was chairman of the 
committee appointed to study the need 
for a new mortality table and related 
topics. . 

If the report is adopted it will likely 
give a strong impetus to the movement 
for the future use of tables based on 
current mortality experience to be sub- 
stituted for the American table, which 
was compiled in 1868, and is the statu- 
tory basis for valuation of life company 
policy reserves. In actuarial circles par- 
ticularly, the report has given rise to 
considerable discussion, especially at re- 
cent meetings of the Actuarial Society of 
America and the American Institute of 
Actuaries. 





Warns Against Overloading 
Soldiers; Rate Rise Possible 


TORONTO — Enlisting soldiers 
should not be burdened with too much 
insurance, Gordon C. Cumming, general 
manager Monarch Life of Canada, said 
in discussing life insurance and the pres- 
ent war. Mr. Cumming also foresees the 
possibility of increasing rates for life 
insurance in Canada. 

In view of the pensions, etc., to which 
soldiers and their dependents are entit- 
led, “it would not be wise to load them 
up with insurance carrying the heavy 
extra premiums, which, in the majority 
of cases seems an unjustified expendi- 
ture, and which from a company stand- 
point is a pure speculation,” Mr. Cum- 
ming stated. In cases where there is a 
special need, full coverage can be se- 
cured. . 

“It is conceivable,” Mr. Cumming be- 
lieves, “that premiums may go up in 
the not-too-distant future and, of course, 
this applies to civilians too.” This opin- 
ion is based on the belief that interest 
returns to insurance companies during 
the war period will be lower, while pay- 
ments by companies are apt to be much 
higher than normal due to increased 
loss of life as a result of the war, etc. 


MINNESOTA ACTION ON RIDERS 

ST. PAUL—A war rider filed by the 
Minnesota Mutual Life has been dis- 
approved by the Minnesota department. 
A rider filed by the Northwestern Na- 
tional Life has been approved. 





INVOLUNTARY RETIREMENT 





NEW YORK—So great is the prob- 
lem of “involuntary retirement” facing 
business and professional women that 
the agent is performing an altruistic 
service by selling them retirement in- 
come policies, Mrs. Lillian L. Joseph, 
Home Life of New York, said in her 
lecture in the New York City Life Un- 
derwriters Association’s educational 
course. Mrs. Joseph is one of the coun- 
try’s leading women agents. 

“I can give women service—service to 
aid them in distress,” she said: ‘I can- 
not be a physician nor can I be a min- 
ister, but I can free them from mental 
worry with a preventive—a plan for 
living, that I personally feel is greater 








than a doctor offering medication or a 
minister offering peace for the soul. 

“T can rebuild their lives, helping them 
to build plans through happiness, content- 
ment and peace of mind. I can build 
the bridge to span what could become 
the chasm of despair. I can help give 
long life with a glorious sunset—for do 
not longevity statistics prove that an- 
nuitants live 16 years longer than those 
whose futures are unprovided for? 

“A woman can enter this profession 
and still retain her femininity, her poise 
and maintain a cooperative altruistic 
spirit. Thus, the life insurance world 
will be a bigger and better one, enhanced 
by her very presence.” 





Better Death Rate, 
Metropolitan Notes 


Study of Industrial Policy- 
holders Shows Marked 
Improvement This Year 


Metropolitan Life’s death rate for the 
first nine months of 1939 is the lowest 
but one on record for that portion of 
the year in the company’s experience 
among industrial policyholders, it re- 
ports in “Statistical Bulletin,” its month- 
ly publication. The cumulative rate for 
1939 so far is but 7.8 per 1,000, com- 
pared to 7.7 last year, the best record 
in history. This record was made de- 
spite the fact in the first five months 
death rates were in excess of those last 
year, being 3.1 percent ahead by the end 
of March and 3.5 percent by May 31. 

Mortality rates this summer were ex- 
ceptionally low and new minimum levels 
were reached each month from June to 
September, inclusive. 

Metropolitan anticipates if the present 
low level continues the entire year will 
show a mortality lower than in 1932, 
which was the record year hitherto. 


General Population Rate Better 


The weekly health index of the bu- 
reau of census, Metropolitan reports, 
shows the general population of the 
country also enjoying excellent health 
conditions. Death rates so far in major 
classifications are lower than last year 
for the majority of diseases. Only dis- 
eases common to older persons show a 
higher rate than in 1938, such as cancer, 
diabetes, cerebral hemorrhage, diseases 
of the heart and of the coronary arteries. 

Whooping cough, diphtheria, scarlet 


fever and measles showed total of 4.5, 


deaths per 100,000 white policyholders, 
the lowest rate in the Metropolitan’s 
record for the nine months’ period, each 
disease except whooping cough also 
showing an individual new record. The 
corresponding figure in 1921 was 40 
deaths per 100,000. 

Death rate from tuberculosis so far 
this year is 3.4 percent lower than a 
year ago, the decline from 1926 having 
been uninterrupted. The rate for nine 
months was 46 deaths per 100,000, or 
about half the rate of 10 years ago. 


Pneumonia Rate Improves 


Pneumonia showed the lowest death 
rate on record, being about 12 percent 
less than last year, which was the pre- 
vious minimum. Increasing use of spe- 
cific serum and of sulfapyridine is cred- 
ited with much of this record. 7 

Typhoid fever, diarrhea and enteritis, 
appendicitis, chronic nephritis and puer- 
peral state are causes of death that also 
declined. ; 

Suicides also have been decreasing 
this year, being down 6.5 percent, an 
the rate for homicides remains at the 
minimum, 4.3 per 100,000. Accidents as 
a death cause are very encouraging this 
year. Automobile accidents, which get- 
erally are responsible for about one- 
third of total fatal accidents, have de- 
clined 4.7 percent from last year, Metro- 
politan reports, and other types of fatal 
accidents declined 3.8 percent. : 

However, the cancer death rate im- 
creased, being 100.5 per 100,000 persons, 
the highest reported in this period 0 
any year, 5 percent above last year an 
10 percent above 1937. Diabetes shows 
increased death rate, diseases of the 
heart increased nearly 7 percent and dis- 
eases of coronary arteries set a new 
high rate, the increase in deaths from 
this cause being especially marked an 
placing this among the chief causes © 
death today. 





C. B. Gardiner, for many years 4 resi- 
dent of Arkadelphia, and former business 
manager of Ouachita College, has been 
appointed special agent of the Aetna werd 
for Arkadelphia and surrounding terTl- 
tory. He has had over five years pre 
experience in life insurance, most of 
with the Aetna Life in Arkansas. 
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BROAD SCOPE OF EQUITABLE SERVICE 































TO PROTECT THE FAMILY AND THE HOME 
TO PROVIDE INCOMES FOR WIFE AND CHILDREN 
TO PAY FOR EDUCATION OF BOYS AND GIRLS 


TO STRENGTHEN THE BUSINESS AND CREDIT 
OF INDIVIDUALS, FIRMS AND CORPORATIONS 





TO SAFEGUARD ESTATES 


TO PAY INHERITANCE TAXES 


TO ASSURE HOME OWNERSHIP 





TO EXTEND GROUP INSURANCE BENEFITS TO 
FAMILIES OF EMPLOYEES 


TO ENABLE EMPLOYEES TO PURCHASE INSUR- 
ANCE ON A SALARY SAVINGS PLAN 


TO HELP MEN AND WOMEN BECOME FINAN 
CIALLY INDEPENDENT 


TO START CHILDREN IN THE PATH OF THRIFT 








and i THERE ARE EQUITABLE POLICIES FOR ALL THESE NEEDS AND EQUITABLE REPRESENTATIVES 
the ARE BY TRAINING EQUIPPED TO EXPLAIN AND ADAPT THEM APPROPRIATELY 





“1 THE EQUITABLE LIFE ASSURANCE SOCIETY 
a OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORK, N. Y. THOMAS |. PARKINSON, PRESIDENT 
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TWO OPPORTUNITIES 
TO GIVE THANKS 


So we are to have two Thanksgiving 
Days this year. 


That's just fine, because we in Amer- 
ica have enough to be thankful for to 
justify two Thanksgiving Days. 


America is at peace with all the 
world and for that we are deeply 
thankful. 


We give thanks, too, for American 
opportunities—for the freedom that is 
ours to think as we will, to speak freely 
and to worship as we please, all ac- 
cording to the dictates of our own con- 
science. 


We are free to follow the plan we 
think best in building our financial 
security. We want that security to be 
safe and sure... and therefore millions 
of Americans are thankful for the ser- 
vices of Life Insurance and for the 
American agency system which makes 
it work. 
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Buyers Entitled 
fo Highest Service 
in Life Insurance 


W. P. Worthington, Home 
Life, Speaks Before 
Pennsylvania Meeting 


HERSHEY, PA.—If there is fear 
that the federal government is headed 
toward entering the life insurance busi- 
ness, that life insurance is likely to be 
sold over the counter before long, then 
it is time for everyone in the life insur- 
ance business to see to it that buyers 
receive a type of service that they can’t 
get over any counter, W. P. Worthing- 
ton, superintendent of agencies Home 
Life of New York, declared at the Penn- 
sylvania State Association of Life Un- 
derwriters’ managers’ and supervisors’ 
annual conference here. 

_. “If we have enough thoroughly qual- 
ified salesmen, we need have no fear of 
Uncle Sam becoming general agent 
No. 1 in the life insurance business,” 
he said, urging that life insurance men 
cease talking about merchandising life 
insurance as though it were a necktie, 
a pound of coffee or a postage stamp. 

_ “You can’t package up things that 
impel men to buy life insurance such as 
love, affection, ambition and security. 
To the contrary, the well trained sales- 
man’s services are as indispensable to 
clients as the service between the patient 
and competent physician.” 


Programming as Philosophy 


Emphasizing that men do not want 
life insurance but do want the things 
that life insurance will provide, Mr. 
Worthington recommended program- 
ming not merely as a sales plan but as 
a philosophy of selling, the scope of 
which would ultimately achieve a serv- 
ice so intimate and personal that it 
could not be duplicated by any kind of 
mass sales action, which he said many 
people in the ‘business have implied 
would be the result of social security 
and savings bank life insurance. He 
cited the Home Life’s experience with 
its planned estates system, saying that 
no attempt is made to close a prospect 
on the first interview, the sole aim be- 
ing to uncover the prospect’s problems. 
In essence, the agent is offering to be- 
come the architect and builder of the 
prospect’s estate plans. When the agent 
knows what is wanted, then he is in a 
position to work out a plan to solve the 
problems, 

Mr. Worthington said that from the 
agent’s point of view programming 
makes his work more enjoyable, gives 
the buyer of life insurance a clearer un- 
derstanding and greater appreciation of 
the life insurance he now owns and en- 
ables the agent to obtain closing inter- 
views under favorable circumstances. 
He particularly stressed the fact that 
successful closing interviews depend on 
what the agent does before he gets to 
the close. Programming permits him to 
follow three essential steps in intelligent 
selling: Uncover the problems of the 
prospect which life insurance can solve; 
work out a plan for the best possible so- 
lution of those problems; and make the 
client want to solve those problems. If 
the client really wants to solve those 
problems he buys, but if he doesn’t 
want to, he doesn’t buy no matter what 
the salesman does about it, Mr. Worth- 
ington said. 





Miss Christine Ludwig, cashier Caper- 
ton State Mutual agency, Chicago, is 
vacationing in the southern part of the 
United States and in Central America. 





Alabama to Check 
Value of Securities 
Deposited in State 


BIRMINGHAM, ALA.—An_  ap.- 
praisal of more than $15,000,000 of 
insurance company securities on deposit 
in Alabama, to make sure they are all 
“gilt edged,” has been ordered by James 
Little, director of the state department 
of commerce, with general supervision 
over the insurance bureau of which 
Frank N. Julian is superintendent. 

This action was taken after an audit 
report made by assistant state examiners 
and submitted to A. R. Forsyth, state 
finance director, and Mr. Little revealed 
that several companies had “question- 
able” securities on deposit. 

“We are going to require that all 
securities on deposit be of sufficient 
value to protect policyholders,” said Mr. 
Little, with Mr. Forsyth emphasizing 
that such action was necessary imme- 
diately. 


Many Mortgages Past Due 


The report stated that several com- 
panies have deposited more than $2,- 
000,000 in notes secured by mortgages 
on real estate and approved by the 
insurance commissioner. ‘By observing 
dates made and dates of maturity, we 
find many of said mortgages long past 
due, some showing small amounts 
credited on property, while others do 
not show any credits at all. We also 
find a number of other mortgages which 
have been on, or after maturity date, 
renewed or extended over a long period 
of vears.” 

The report shows in detail a number 
of companies which deposited mortgages 
dated in the early 1920s, with mortgages 
maturing in the early 1930s, which are 
past due or have, been extended. 


Valuation Is Questioned 


The examiners state that many of 
these mortgages were made during the 
“boom days” of high real estate values 
of 1927-29, and that even though loans 
then had been made only of one-half 
the appraised value, that the present 
value of the property is questionable. 

“Since security is put up for the sole 
protection of policyholders, the question 
is are they amply protected as required 
bv law?” the examiners asked, in 
recommending that the insurance com- 
missioner have an appraisal made by 
“competent persons.” 

The examiners also recommended that 
deeds of trust on deposit with the state 
treasurer be appraised along with prop- 
erty covered by mortgages. 

Governor Dixon stated he _ hoped 
“none of the policyholders of old line 
Alabama insurance companies will get 
the impression that anything is wrong 
with the stability of these companies 
or with their method of operation so 
far as the state is concerned.” 

The governor stated further that 
these companies “are financially sound” 
and “it is my opinion that their de- 
posits made with the state are sufficient 
to cover legal requirements and I have 
been advised that if such deposits are 
not sufficient at any time any necessary 
additional deposits will be made.” 





Guaranty Income a Member 


The Guaranty Income Life of Baton 
Rouge, La., has been admitted to meni- 
bership in the American Life Conven- 
tion. This raises the total membership 
to 155 companies domiciled in 40 states, 
the District of Columbia and severa 
provinces in Canada. This is an all-time 
record for membership. The Guaranty 
Income was organized on Jan. 16, 1926, 
and now operates in Louisiana and Mis- 
sissippi. It has $12,101,527 insurance 1) 
force. 





C. T. Davies, million dollar policy- 
holder, tells “Why I Bought Life Insur- 
ance” in 16-page booklet. § for $1. Order 
from National Underwriter. 
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Government Plan 
for Annuities Is 
Being Promoted 


Senator Wagner of New 
York Is Sponsoring a Pro- 
ject for Federal Fund 


Life men are interested in a proposed 
expansion of the social security program 
under which individuals could buy an- 
nuities from the government paying up 
to $100 a month at maturity. This has 
been submitted to President Roosevelt 
for consideration. Senator Wagner of 
New York, sponsor of social security 
legislation, is said to have discussed the 
proposal with the President. 

Details of the Wagner plan remain 
to be worked out, but well-informed 
sources said it would provide: 

Provisions of the Plan 

1. That any citizen could buy an 
annuity “insurance policy” providing up 
to $100 a month from the government 


at a cost 30 percent less than he would 
have to pay a private insurance com- 
pany, 
; “ That annuities would be sold 
through post offices in the same manner 
that postal savings and baby bonds are 
handled. 

Senator Wagner said he had been ad- 


_vised by one insurance official that such 


an annuity program would do little harm 
to the private insurance business. In- 
surance companies, the senator added, 
are interested primarily in annuities pay- 
ing more than $100 a month. 


Roosevelt May Recommend Plan 


Senator Wagner is expected to pro- 
pose the new plan shortly after Congress 
convenes in January. It was considered 
possible in some quarters that Mr. 
Roosevelt might recommend the scheme 
in his annual message on the state of 
the nation. 

In addition to the annuity plan, the 
administration also may seek a general 
expansion of the social security program 
to bring in self-employed workers, do- 
mestic help and agricultural employes. 

Such workers are not covered now by 
the old-age insurance provisions of the 
law, under which employers and em- 
ployes are each taxed 1 per cent on 
salaries and wages. Starting next year, 
annuities will be paid from this fund to 
those who retire at 65, after having paid 
the tax long enough to build up a re- 
serve sufficient to obtain benefits. 


Plan Is Explained 


These payments, however, are fixed 
on a definite formula based on the work- 
er’s income and duration of employment. 
Under the formula any worker retiring 
in the next few years could not obtain 
more than about $50 monthly. There is 
no present provision whereby a citizen 
can purchase the annuity in the amount 
he chooses, 

Senator Wagner estimated that ex- 
pansion of the existing program to the 
three additional classes of workers would 
affect about 10,000,000 persons. He said 
that many persons now exempt are de- 
manding that they be permitted to par- 
ticipate, 

In addition to old-age insurance, the 
Social security program provides bene- 
fits for wives, widows, children and 
aged dependent parents of insured work- 
ers; payments to states for assistance 
to the needy aged; unemployment com- 
pensation, and grants for material and 
child welfare services, public health 
Services and vocational rehabilitation. 
Senator Wagner also will work at the 


next session for enactment of his federal 
health program, under which the gov- 
ernment would help states to build hos- 
pitals and operate public health services. 
The program would start with an orig- 
inal $90,000,000 federal appropriation. 





Massachusetts Savings 
Banks’ Limit $25,000 
on One Life 


BOSTON—The Massachusetts sav- 
ings bank life insurance system having 
now enrolled more than 25 issuing banks 
in its plan, the number having reached 
28 the past week, the savings bank life 
insurance council is putting into effect a 
— of $25,000 to be written on any one 
ife. 

One of the principal objections to the 
system was that by the possible enroll- 
ment of 100 savings banks in the state, 
the plan would be able to offer $100,000 
or more life insurance on a single life 
at the rate of $1,000 in each bank. 

The system now has 28 issuing banks 
and 102 agency banks which handle ap- 
plications and payments. 





Distribute Millionaire Davies’ booklet, 
“Why I Bought Life Insurance,” to pros- 
pects. 8 for $1. Order from National 
Underwriter. 





Chicago Group Acts 


on Non-Profit Plan 


The Chicago Accident & Health As- 
sociation is taking steps to rectify the 
situation created by the so-called non- 
profit hospitalization associations publi- 
cizing the fact that some Chicago 
insurance offices and companies are sub- 
scribing to their plans. At the November 
meeting a special committee headed by 
R. E. Watts, Pacific Mutual, reported 
and it was decided to send its suggested 
letter to 700 insurance offices in Chicago. 
In the communication the association 
says it is not attempting to dictate to 
the insurance organizations involved but 
it does wish to call their attention to the 
inconsistency of supporting the hospital 
plans which are capitalizing extensively 
on the publicity, advertising and efforts 
expended by the general insurance fieid 
in acquainting the public with its pro- 
tection needs. 


Incite Other Invasions 


“By the very nature of their setup 
these hospitalization associations can dv 
nothing to compensate you or your rep- 
resentatives for your expenditure upon 
which they capitalize. Their activities 
encourage the attitude taken by certain 





government agencies which aspire to be 
in competition with you by their very 
existence,” the letter states. 

No attempt was made to discuss the 
merits of the hospitalization plan, but 
the Chicago association said that if those 
engaging in the insurance business sub- 
scribe to the plan they incite the inva- 
sion by non-insurance groups in the field, 
“which insurance representatives feel is 
peculiarly theirs by virtue of their train- 
ing, experience and investment of time 
and money. 

“It would seem inconsistent with the 
principles of the insurance business, 
which permits profit to its members, to 
promote this type of operation, and cer- 
tainly it is difficult for the general public 
to understand the situation,” it is stated. 

In the letter the Chicago association 
seeks the reaction of the various offices 
on whether or not they sanction such 
non-profit plans. The communication 
was sent out over the signature of R. B. 
Kegley, Moore, Case, Lyman & Hub- 
bard, president. 





Two of the oldest agents of the Ohio 
State Life are celebrating anniversaries 
this month. A. M. Palkovic of Youngs- 
town has been with the company 27 
years and L. A. High, general agent for 
southeastern Ohio, 24 years. 





FOUR HUNDRED 
MILLION DOLLARS 


LIFE INSURANCE 
IN FORCE... 


We announce with much pleasure and satisfaction 
that the Jefferson Standard has $400,000,000 life insur- 


ance in force. 


This important achievement takes its place in Jeffer- 
son Standard history as another in the long line of 
distinguished accomplishments. 


We express our heartiest thanks to our field repre- 
sentatives who have contributed so loyally, and so 
splendidly to the progress of our great Company. 


JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 








Julian Price, 
President 
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_Unusual circumstances make 
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Guaranteed income with unlimited 
opportunity for increased earnings 
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A real opportunity for man 
qualified to manage experienced 
agency staff 
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Immediate action necessary 
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RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


MORE THAN $470,000,000 OF 
LIFE INSURANCE IN FORCE 












Recruiting Concept 
Being Announced 


Connecticut Mutual Has 
Placed New Plan in the 
Hands of General Agents 


A new recruiting concept, far-reaching 
in its significance, has been presented to 
general agents of the Connecticut Mu- 
tual by V. B. Coffin, head of the agency 
department. While no specific predic- 
tions are made by Mr. Coffin, it is hoped 
that the new plan will result in correc- 
tion of some of the obvious faults of cur- 
rent recruiting procedure, and likewise 
carry with it the germ of greater suc- 
cess with this important phase of man- 
agement. 


Seeking Fewer New Agents 


Reduced to simplest terms, the Con- 
necticut Mutual has determined to shift 
the emphasis on new organization in 
1940, seeking fewer new agents rather 
than more. Each general agent has re- 
ceived from the agency department a 
maximum allotment of full-time men for 
next year. If he chooses, he may recruit 
less than this maximum, but under no 
circumstances may he recruit more. Al- 
jotments are worked out in accord with 
the size of each agency, and with par- 
ticular reference to the existing organi- 
zation and the amount of time which the 
general agent can properly take front 
them for effort in new fields. For four 
years now the Connecticut Mutual has 
been stressing its organization known as 
the “Dependables”’—a group of veteran 
agents whose qualifications do not rest 
wholly on production, and it is felt that 
the first duty of company and general 
agent alike is to this group. 


Result of New Plan 


The net immediate result of this new 
plan will be that the company, provided 
each general agent used his maximum 
allotment, which is unlikely, will add 120 
fewer full-time men than were added in 
1938. Inasmuch as replacements are oc- 
casionally necessary in any sales organi- 
zation and some reasonable growth is 
also desired, it is essential to the proper 
functioning of the new plan that a bet- 
ter job be done in training the older or- 
ganization, and in training and supervis- 
ing such new men as are added. The 
company has plans for stepping up its 
training activities in all directions. Also 
greater care must be exercised in select- 
ing the limited new material. : 

In this latter connection, the Connecti- 
cut Mutual, which has for some time 
been using the aptitude tests of the Re- 
search Bureau, has secured adequate fig- 
ures indicating that prospective agents 
ranking below a certain point should not 
be employed. Consequently men in these 
lower scoring brackets will henceforth 
be unacceptable, and the general agents 
will devote their time and attention to 
recruits that have at least a statistical 
chance of success. 


Pleased with the Move 


General agents have received these 
new plans in a series of regional confer- 
ences which have taken place at Ashe- 
ville, Atlantic City, Boston, Chicago, 
Tulsa and Los Angeles. They have 
been unanimous in feeling that this new 
concept, while not solving the recruiting 
problem, nevertheless will enable them 
to approach this task with a more posi- 
tive and constructive attitude. Mr. Cof- 
fin was assisted at the recent meetings 
by other agency officers: H. M. Holder- 
ness, F. O. Lyter, G. F. B. Smith, E. C. 
Andersen and R. W. Simpkin. 





The Social Security Board, which is 
part of the Federal Security Agency, 
Washington, D. C., has issued a com- 
pilation of the revised social security 
laws. 


Increase sales with Social Security. 
Send $1 for slide rule and full details to 





National Underwriter. 


Plan Which Secured 
30 Million Business 
Given in New Book 


“Planning and Selling the Basic Es- 
tate,” an unusual new book for advanced 
underwriters giving a thoroughly prac- 
tical explanation of an outstanding “suc- 
cess-formula” has just come otf THE 
NATIONAL UNDERWRITER press. Written 
by Roderick Pirnie, general agent Mas- 
sachusetts Mutual at Providence and 
member of the Million Dollar Round 
Table, it gives the exact methods Mr, 
Pirnie and his associates have used to 
sell some $30,000,000 worth of planned 
estates. 

The plan and methods explained in 
this book have actually proved that they 
work as well for others as they do for 
the author himself. Mr. Pirnie possesses 
both a keen analytical ability as well as 
the desire to share his methods with 
others. He is well known as a success- 
ful salesman of broad experience and un- 
derstanding, especially along the lines of 
planning life insurance in such a way 
that it will fully accomplish what his 
clients really need and desire. In “Plan- 
ning and Selling the Basic Estate,” he 
tells how he and his associates work in 
simple, understandable terms. The book 
contains exact copies of all the canvass- 
ing and auditing forms used. 

Mr. Pirnie’s book is for the career type 
of underwriter who is, or expects to be- 
come aC. L. U. The plan and methods 
described are such that they are easily 
adaptable by any underwriters with good 
background. Every field man of this 
type will find “Planning and Selling the 
Basic Estate’ immensely practical and 
valuable to him. Selling singly at $2 
and less in quantities, it may be obtained 
from The National Underwriter Com- 
pany’s book department at 420 East 
Fourth street, Cincinnati. 


President Parkinson 
Talks to Chicago Agents 


President T. I. Parkinson of the 
Equitable Society was in Chicago Mon- 
day en route home from his flying trip 
to the Pacific Coast where he addressed 
Equitable agents at different points. He 
was accompanied by A. P. Carroll, the 
president’s assistant. There were some 
500 Equitable agents at the meeting. All 
the agency managers were present. 
Wade Fetzer, J. A. O. Preus and John 
H. Sherman of W. A. Alexander & Co. 
were on hand. President Parkinson 
made a particular Equitable talk. W. L. 
Gottschall, director of agencies, presided 
and introduced Mr. Parkinson. 


Meetings Held on Coast 





Improved business and prospects for 
a continued increase were reported by 
President Parkinson on his visit to Port- 
land, Ore. 

The general trend, he said, is still for- 
ward and upward. “And I think that 
trend will be noticeable in our business,” 
he added. “The government has sold 
the idea of security and that is our busi- 
ness. People are becoming more and 
more interested in insurance, and as they 
have more money they will buy their 
own insurance instead of depending 
upon a government agency for it.” 

In Salt Lake City he spoke on “Prob- 
lems, and How to Overcome Them.” 
President Parkinson criticized some of 
the financing methods employed by gov- 
ernment officials in Washington, declar- 
ing that too much dependence is being 
placed in short term investments. He 
also had something to say of TNEC 
investigation, giving it as his belief that 
the underlying motive back of it was 
the establishment of federal regulation 
over life insurance. 

He was tendered a reception by J. R. 
Clark, Jr., former ambassador to Mexico 
and a director of the Equitable, to which 
were invited local, state and federal offi- 
cials and executives of Salt Lake City 





companies. 
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U.S. Act’s Effect on Life 
Field Shown in Study 


The amended social security act has 
opened an entirely new field to life 
agents, E. Myer, manager Harris- 
burg, Pa., agency Mutual Life of New 
York, told an educational meeting of 
the Philadelphia Association of Life Un- 
derwriters. The first fears that the 
amended act would take away a large 
segment of prospects proved unfounded. 
Instead, it permits the man of modest 
or small means to secure ample life 
insurance protection, as social security 
benefits cut down the amount of cover- 
age he needs. In the past, he said, 
complete protection often was beyond 
the financial means of the individual. He 
contended the act was not in competi- 
tion with life insurance. 

He made a survey of 200 applica- 
tions written by his agency to ascer- 
tain what proportion were covered by 
the act, and found 28% percent, or 
24 8/10 percent of the volume, which 
may run as high as 40 percent in urban 
sections, were covered. Their burden 
of providing family income, he said, was 
alleviated by social security, leaving 
them prospects for package sales—edu- 
cational policies, supplemental income, 
clean-up funds, mortgages, etc. 

Those not covered by the act, but 
where programming is a factor and 
where the act serves as a stimulus for 
additional business, amounted to 18% 
percent, or 36 7/10 percent of the vol- 
ume. In this group he linked the self- 
employed, professional men, etc. 

The third group, those not covered by 
the act and where programming was 
not a factor, such as farmers, students, 
household help, etc., amounted to 53 
percent, or 38 5/10 percent of the 
volume. 

Three factors that would appeal to 
those who come under the act are sur- 
vivorship benefits, retirement benefits, 
and emergency funds, he said. 

“Yours truly, Ed Graham,” the Insti- 
tute of Life Insurance talkie, was ex- 
hibited. 





Shenandoah Life Prospers 


E. Lee Trinkle, president of the She- 
nandoah Life, and Worley Harr, second 
vice- -president in charge of Virginia and 
Tennessee agencies, spent last week in 
Tennessee holding meetings at Knoxville, 
Nashville and Chattanooga. The com- 
pany is having a good year and paid 
business is more than 40 percent over 
the same period in 1938. The Shenan- 
doah Life'in 1939 gained more than $13,- 
000,0000 and now has in force over $193,- 
000,000. 





New Life Insurance Book 


W. E. Schilling, consulting actuary at 
20 West 36th street, Kansas City, Mo. 
has got out a new book entitled, “What 
Price Life Insurance?” The facts and 
supporting figures which he gives prove 
the fallacy of those seeking to under- 
mine the confidence i in legal reserve, old 
line life insurance and endeavoring to 
prevail on policyholders to take out term 
insurance. There are 10 chapters and 
as an introduction to each one there is 
a short synopsis telling what each 
covers. For instance, take Chapter II. 
The summary says, “It shows what 
legal reserve life insurance is, why it 
was devised and how it functions. It 
also explains the dual service of insur- 
ance and investments it renders.” It is 
an enlightening book for those who 
come in contact with twisters, those 
who decry any investment form of life 
insurance and those that are seeking to 
switch higher priced insurance into term 
contracts. It sells for $3. 
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Commissioner Holmes 
Proposes a Duel 





Commissioner John J. Holmes of 
Montana comes forth with a suggestion 
to Emile Bienvenu of New Orleans, chief 
examiner of the Louisiana insurance de- 
partment, in his castigation of Commis- 
sioner J. B. Gontrum owing to some 
assertions that the latter made in his 
recent address before the Maryland As- 
sociation of Insurance Agents reflecting 
on the Louisiana department’s alleged 
position in regard to company examina- 
tion. Commissioner Holmes states that 
the only honorable way out of this 
controversy is for Mr. Bienvenu and 
Commissioner Gontrum to fight a duel 
in Biloxi at the December meeting of 
the National Association of Insurance 
Agents. Commissioner Holmes says: 

“As I had considerable experience in 
Ireland with duels, and as Frank Julian 
of Alabama presented me with an ‘Irish 
machine gun,’ I would like the privilege, 
if this is not a private fight, of chal- 
lenging both of you or the winner at 
Biloxi.” 





Comment on Basis for 
Fixing Surrender Charge 


F. M. Bullock of Saginaw, Mich., dis- 
trict agent of the Mutual Benefit Life, 
comments on an article in the Nov. 3 is- 
sue, Page 2, headed “Basis for Fixing 
Surrender Charge Time Limit Studied.” 
Mr. Bullock says: 

“In the last paragraph of the article 
the last clause says that the group which 
has the whole surrender charge reasons 
that faithful persistent policyholders 
should be rewarded and protected from 
having to carry the burden from those 
who do not persist. 

“There is an old saying that the proof 
of the pudding is in the eating of it and 
I fail to see where people who have had 
their life insurance in those companies 
with the smallest surrender charge have 
been penalized because of their attitude. 
On the other hand, I find those compa- 
nies with the greatest surrender charge 
have given less in benefit and charged 
more than those with liberal contracts. 
Theoretically the gains from lapses and 
surrender should go to the persisting 
policyholder but this is not true as shown 
by the final results. I have been a sub- 
scriber to your paper for some time and 
enjoy reading it very much but such ar- 
ticles as this make me wonder just where 
the editor’s allegiance lies when they 
publish such articles.” 





Property Management 
House at Columbus, O. 


Life companies these days are very 
much interested in reliable agencies for 
property management. In Columbus, 
O., the firm of William P. Zinn & Co., 
37 North Third street, is not only a 
property management house but a local 
insurance agency. Most of the time of 
the house is given to realty activity, such 
as appraisals, mortgage loans, sales of 
all sorts of property, etc. It operates 
through the middlewestern states of 
Ohio, Indiana, West Virginia and Ken- 
tucky. It has representatives traveling 
these states in connection with prop- 
erty management as it has interests in 
a number of the cities. It is an ap- 
proved FHA mortgagee. 

R. C. Tredway. is manager of the in- 
surance department. In fact, the Zinn 
insurance agency is one of the most 
active ones in the city. The personnel 
includes two registered architects and 
a full time attorney. Zinn & Co. oc- 
cupies its own two-story building. It 
is one of the oldest and largest real 
estate organizations in the middle west. 
W. P. Zinn is president and treasurer. 
He is a past president of the Ohio Real 
Estate Association and the Columbus 
Real Estate Board. 





Send for sample copy of Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 








Report Iowa Farm 
Sales for 10 Months 


DES MOINES—A partial report on 
sales of farm lands by insurance com- 
panies in Iowa shows that six compa- 
nies have sold 538 farms, a total of 
82,788 acres, during the first 10 months 
of this year for a total of $6,787,149. 
This is an average of $77.15 an acre. 

The partial report was gained from 
questionnaires sent to the companies. 
Out of the 538 transactions, 70 percent 
of the sales were to tenant farmers, not 
including tenants who were former 
owners of the particular farms involved. 

The Equitable Life of Iowa reported 
it had sold 230 farms, a total of 34,954 
acres for a total of $2,813,924 during the 
first 10 months. The Bankers Life of 
Des Moines sold 133 farms, a total of 
21,306 acres, for $1,463,088. The Na- 
tional Life of Vermont disposed of 37 
farms, 5,094 acres, for $303,979. The 
Connecticut General sold 39 farms, 6,605 
acres for $506,950. The other two 
companies requested that their names 
not be used in connection with individ- 
ual transactions. 

Commissioner Fischer has been pre- 
paring a report on farm sale transac- 
tions at the request of Governor Wil- 





son. The report is expected to form 
a nucleus for future action by the state 
administration. Mr. Fischer previously 
had suggested that the insurance com- 
panies liquidate their farm holdings in 
accordance with the state farm tenancy 
program. 


To Discuss Mortality Study 


The report of the committee of the 
commissioners and the two actuarial or- 
ganizations to study the need for a new 
mortality table and related topics will 
be discussed at a meeting of the Chi- 
cago Actuarial Club Nov. 20. W. O. 
Morris, North American Life; G. W. 
Myers, Federal Life; and R. I. Mclver, 
Washington National, will lead the dis- 
cussion. Paul Schweibert, Country Life, 
will discuss current changes in policy 
provisions and company practices. 








Leisure Minnesota Manager 

The Northern Life of Seattle has ap- 
pointed W. R. Leisure branch manager 
for Minnesota. George La Fray, assist- 
ant to the vice-president of the North- 
ern, was in Minneapolis to install the 
new manager. 





Distribute Millionaire Davies’ booklet, 
“Why I Bought Life Insurance,” to pros- 
pects. 8 for $1. Order from National 
Underwriter. 
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YEARS OF SERVICE 


Thirty-seven per cent of the total number of 
agents of the Midland Mutual have an average 
service period of fourteen and one-half years with 
the Company. This would equal 2,284 years of 
service for one representative. 
hundred fifty-seven of them, shows a continuous 
service record of at least five years, with a maxi- 
mum of thirty-three and one-half years. 


There are reasons for these long periods of con- 


A sound Company most ably managed in the 
interests of its policyholders. 


Policy contracts designed to fit specific needs. 
Adequate agents’ training and supervision. 


Sympathetic Company attitude toward agents 
and agency problems. 


Close cooperation in all field activities. 


A Company that believes in the promotion 


The MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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RETROACTION 


Insurance is not a static thing. New 
conditions, ofttimes unpredictable, 
make new changes desirable. State 
Mutual’s tradition of making new 
policy changes retroactive is that 
kind of liberality that earns sincere 
good will. Indeed—State Mutual’s 
very history is a revelation of the 
retroactive principle. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 
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Shepherd Discusses 
Valuation Question 


Sound Gross Premium 
Basis Declared to Have 
Great Value Today 


A sound gross premium valuation of 
life insurance business has a greater 
place in the present day scheme of 
things than most life insurance men real- 
ize and is and always will be the best 
criterion of the suitability of a statutory 
standard which practically may never 
be more than a rule of thumb, C. O. 
Shepherd, associate actuary Travelers’ 
life department, declared in a fine paper 
on the legal reserve system in the United 
States delivered at the Chicago meeting 
of the American Institute of Actuaries. 

As a measure of liability, a net level 
premium valuation, he said, must be 
looked on as a special case of gross pre- 
mium valuation. “It does not ignore ex- 
penses; it implies that they are level 
throughout the duration of the policy 
and equal to the difference between the 
gross and the net premiums. Because 
expenses decrease in practice, it errs on 
the side of excess; if we were to operate 
on a method which produced increasing 
expenses, net level premium reserves 
would be insufficient. 


Notes Weaknesses in Methods 


“In the same way, preliminary term 
or select or ultimate valuation imply spe- 
cific patterns of decreasing expenses. 
The weakness of each of these methods 
is that none of the implied patterns is 
so good an approximation as we might 
get by a direct approach. As practiced, 
net premium valuation is defective also 
in that it does not recognize the known 
effects of risk selection. 

“Preliminary term and select and ulti- 
mate valuation take into account only 
such of the facts as lead to the end de- 
sired—a tempering of the severity of the 
net premium reserve; they are hardly 
more than mechanical devices, and the 
results they produce can be justified only 
by a sound gross premium valuation,” 
he said. 

“Generally speaking, there appears to 
be something to be gained by giving 
gross premium valuation a larger place 
in our thinking. Because it offers a di- 
rect and fundamental approach, it can be 
used to simplify some complicated prob- 
lems. By the same token we should 
guard against the tendency to assign to 
net premium valuation a role to which 
it is not entitled. 


Makes Suggestion 


“It would seem we might find a solu- 
tion of some of our vexing problems by 
dealing with individual equities and re- 
serve liabilities as distinct problems. The 
amount which we believe is necessary 
to hold to mature our contracts may be 
looked upon as some evidence of the 
maximum amount which we may equit- 
ably allow on withdrawals, but because 
liabilities can never be accurately meas- 
ured and because we must always be 
safe, reserves set up to meet them may 
be expected to err on the side of excess. 

“Statutory reserves in particular are 
likely to be redundant. Moreover, a re- 
serve standard for liability need only 
concern itself with accurate value in 
which excesses in some groups or classes 
may offset deficiencies in others, where- 
as the standard for individual withdrawal 
equities must conform to realities in re- 
spect to each plan, age and policy dura- 
tion, and cannot rely on such compen- 
sation.” 


Individual Reserve Question 


He said the failure to distinguish be- 
tween individual equities and legal re- 
serves probably is the most important 
factor in fostering the value of individual 
reserves. The withdrawing policyhold- 
er’s due is something no one can prove, 
but it is a matter for broad judgment 








and fair intent. Mr. Shepherd depreci- 
ated the use of the phrase “surrender 
charge,” for it carries both the idea of 
an individual reserve and a penalty for 
withdrawal, neither of which, he says, 
has any place in what appears to be a 
sound theory of withdrawal values. 

He contended it is not within the 
power of the state at the time a policy 
is issued to fix a standard of liability 
which may be maintained indefinitely, 
and only harm could result from such an 
attempt. 

“No policy should contain a provision 
which directly or indirectly can be con- 
strued to fix the standard for reserve 
liability,’ he said. “The policyholders’ 
protection lies not in the reserve stand- 
ard which the company agrees to use in 
respect to his policy, but in the standard 
which it uses for all policies. An inade- 
quate standard for a particular class im- 
pairs the protection of all classes 
equally.” 


Criticises Impairment Statutes 


He also took exception to the statutes 
dealing with impairment of capital stock, 
which he said seemed hardly logical. He 
felt a more equitable provision as be- 
tween different companies, and one that 
would seem to afford protection to pol- 
icyholders, would require the company 
to make good the impairment within a 
stipulated time either by contribution to 
surplus or reduction of capital to an 
amount not below that required for in- 
corporation and authorization. 

The ability to reinsure or to rehabili- 
tate involves the test of a gross premium 
valuation, he said. There may be a 
marked difference between insurance is- 
sued at participating rates and _ that 
issued at non-par rates, particularly if 
the commissioner has authority to im- 
pose a moratorium upon loan and cash 
surrender values. The commissioner 
should have authority to distinguish 
equitably between the different classes 
of policyholders in the treatment accord- 
ed them under either rehabilitation or 
reinsurance. 

In states prescribing a rigid standard 
by which insolvency is to be established, 
Mr. Shepherd said, there is a patent in- 
justice between companies valuing on a 
net level premium basis and those valu- 
ing on a permitted modified preliminary 
term standard. 


Notes Insolvency Problem 


“There seems to be no need for a 
state to declare a company insolvent be- 
cause it fails to meet a higher than min- 
imum standard it has voluntarily elect- 
ed,” he said. “The fact that the company 
may have committed itself by surrender 
values which exceed the minimum valu- 
ation does not completely nullify the 
force of this argument. The possibilities 
of this situation are another reason for 
a complete divorcement of a policy pro- 
vision prescribing a reserve standard as 
a basis for non-forfeiture values from a 
standard fixing the minimum liability of 
the company.” 

He discussed the so-called rigidity of 
the legal reserve system and its inadapt- 
ability to changed conditions. Much of 
this rigidity is due to the reform of 
1906 following the Armstrong investiga- 
tion, he said. Legislation enacted in the 
spirit of reform, he said, has a peculi- 
arly rigid and uncompromising character 
and is especially resistant to change. 
Also changes in controlling legislation 
today must be made in most of the 48 
states if they are to be effective and in 
many of these the commissioner’s job 
is still a political one. 


Must Deal in Realities 


Obsolete mortality tables in the 
statutes have been an obstacle to im- 
provement in non-forfeiture practices, he 
said. Mr. Shepherd said it would be 
advantageous to state reserves in terms 
of conditions which bear reasonably 
close relation to reality, and until this 
can be done, little headway will be made 
against many popular harmful miscon- 
ceptions of life insurance. 
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New Life Company 
Is Being Proposed 


Would Take Over the 
Business of the American 


Bankers 


JACKSONVILLE, ILL.—A new life 
company is being promoted here to take 
over the business of the American Bank- 
ers, which was placed in charge of the 
state insurance department for conserva- 
tion. It will be known as the American 
Bankers Life. Articles of incorporation 
are being prepared and the necessary 
legal steps taken. Among the incorpora- 





Cc. ¥. ROWE 


ators are Earl M. Spink, H. L. Caldwell, 
Walter Bellatti, L. A. Sullivan, H. W. 
King, C. Y. Rowe, and E. R. Jones. It 
will have capital of $100,000 and surplus 
of $50,000. 


Had Conference with Palmer 


On Monday afternoon Insurance Di- 

rector Ernest Palmer met with the eight 
agency managers of the American Bank- 
ers in various parts of the state and gave 
them instructions as to how to carry on 
the business under the regime of the 
insurance department. E. M. Spink, who 
heads the local committee of the cham- 
ber of commerce, handling the organi- 
zation of the new company, addressed 
the managers and expressed the interest 
of the community in maintaining the 
home office in Jacksonville. Present at 
the meeting also were E. R. Jones, home 
office supervisor; President ‘C. Y. Rowe 
and others. A conference was held with 
the insurance department officials and 
members of the local committee in which 
Judge J. M. Barnes participated. 
, At a conference with Director Palmer 
in Springfield Friday, at which members 
of the local committee were present, 
William Rochell, insurance expert for 
the Reconstruction Finance Corporation, 
Was present. The aid of the R. F. C. 
Is expected to supply half of the $150,000 
needed. Already $50,000 has been sub- 
scribed locally. It is proposed that the 
new company have 12 members on the 
board, all local men. Plans for the or- 
Sanization of the new company have 
been in process ever since it was ap- 
Parent that there must be a reorganiza- 
tion and rehabilitation of the old com- 
Pany on account of a reduced value of 
its real estate assets. 


AMERICAN BANKERS TAKEN OVER 


‘SPRINGFIELD, ILL\—Insurance 
Director Palmer has taken charge of 
the American Bankers of Jacksonville, 


Pending reorganization or reinsurance,- 


bee an .order entered Monday in 
organ county circuit court. 

. t 1s provided in the court. decree 

that policyholders may continue to 








pay premiums to the director of insur- 
ance. Director Palmer says such 
premiums will be impounded during 
the negotiations that will be necessary 
to effect a reorganization plan or a re- 
insurance agreement and will be re- 
turned to policyholders if a satisfactory 
plan of reinsurance is not effected. Pol- 
icyholders may continue to pay premi- 
ums in the same manner as heretofore 
until notified to the contrary. 

“The department expects to receive 
various proposals of reinsurance or re- 
organization of the company, and we 
have been advised that local people in 
Jacksonville contemplate the formation 
of a new company to take over this 
business,” Mr. Palmer said. 

“It is earnestly hoped that all policy- 
holders will continue to pay their 
premiums as they fall due so that they 
will be in a position to take advantage 
of any plan that may be effected to 
protect their interests. 

“All premiums collected by the direc- 
tor of insurance will be returned to the 
policyholder if no reinsurance agree- 
ment is made or if the policyholder does 
not wish to accept such reinsurance.” 

The department alleged that Ameri- 
can Bankers has a deficit of $800,000, 
even when the voluntary lien against 
policy reserves that were signed up 
several years ago are credited as assets 
or as a reduction of reserve liability. 
American Bankers got an Illinois su- 
preme court decision three or four years 
ago permitting it to take credit for 
those liens as assets. American Bank- 
ers has about $20,000,000 insurance in 
force, divided about equally between or- 
dinary and industrial. It has been op- 
erating in recent years in Illinois only. 





Plan Evolved to 


Enlist Interest of 
Able College Men 


The Cincinnati Life Underwriters As- 
sociation has become a sort of “demon- 
stration clinic” in a vocational guidance 
project for college students inaugurated 
by S. P. Ellis, general agent of the 
Provident Mutual Life. The purpose 
is to add three or four young college 
men to the agency staff early in 1940, 
and perhaps more later. 

The plan, as worked out by C. H. 
Wible, an executive of the agency staff, 
is to give outstanding seniors from the 
four major universities within a 100- 
mile radius of Cincinnati an opportunity 
to hear and see outstanding life men 
in action. 


First Group at Meeting 


The first group, consisting of five 
seniors from Ohio State University, 
were guests of the agency at the No- 
vember luncheon meeting of the Cin- 
cinnati Life Underwriters Association. 
The speaker was Manuel Camps, John 
Hancock agent in New York, who 
spoke on “Prospecting.” The group in- 
cluded C. A. Huprich, colonel of the 
R.O.T.C. unit at Ohio State; C. T. 
Carl, former Ohio State golf champion; 
Jack Pierce, W. R. Rose and Richard 
Boughman—all top rank men in their 
classes. 

At the Dec. 12 meeting, Mr. Ellis 
will have a similar group from the Uni- 
versity of Cincinnati, as his guests. H. 
A. Hedges, of Kansas City, general 
agent of the Equitable Life of Iowa, 
will be the speaker. At the Jan. 17 
meetin, the guests will be from Miami 
University, Oxford, O., to hear Hamp- 
ton Irwin, Detroit, Massachusetts Mu- 


-tual, give an address. And on Feb. 16, 


four or five seniors from the University 
of Kentucky, Lexington, will hear B. C. 
Thurman, of the Mutual Benefit, New. 
York. ; 


Provision of the Plan 


The plan. provides for bringing back 
to the March and April meetings those 
seniors who have successfully-:run the 
gauntlet of aptitude and other check-up 
tests’ and who have’ maintained an in- 


‘ 
terest in the agency plan. The March 


meeting will be the annual all-day ses- 
sion known as the “Tri-State Sales 
Congress.” At the April meeting, the 
young guests will hear H. K. Nickell, 
million-dollar producer, Connecticut 
General, at Chicago, speak. 

Finally, Mr. Ellis proposes to take 
the four or five seniors in whom he 
and his associates have developed the 
greatest interest to Toledo, in May, to 
attend the convention of the Ohio State 
Life Underwriters Association. 

The other boys, who cannot be 
taken into the Cincinnati agency, will 
be lined up in other Provident Mutual 
agencies in Ohio, Kentucky and else- 
where, Mr. Ellis states. 





New Jersey Recommendations 


Commissioner Reilly of New Jersey 
announces that he will renew his recom- 
mendation to the New Jersey legislature 
that the salary of his office be increased 
from $6,000 to $15,000 and would bar 
his receiving fees customary to his office. 
He declares that the position should be 
paid on a full-time basis. Some of his 
assistants receive more salary than he 
does. The commissioner has urged an 
appropriation of $735,640 for the bank- 
ing and insurance department, an in- 
crease of $8,000. 





New Life Business Increases 
7.6 Percent in October 





NEW YORK.—New life insurance 
increased 7.6 percent in October over the 
same month last year Life Presidents 
Association reported. The total for the 
first 10 months was 3.3 percent greater 
than in the corresponding period of 
1938. 

New business in October of the 40 
companies covered in the survey was 
$637,675,000 against $592,432,000 for Oc- 
tober, 1938—increase 7.6 percent. New 
ordinary amounted to $425,977,000 
against $380,591,000—increase 11.9 per- 
cent, industrial $135,769,000 against 
$179,553,000 — decrease 24.4 percent, 
group, $75,929,000 against $32,288,000— 
increase 135.2 percent. 

For the first ten months, new business 
was $6,068,854,000 against $5,876,545,000 
—increase 3.3 percent. New ordinary 
amounted to $4,183,498,000 against 
$3,765,069,000—increase 11.1 percent, in- 
dustrial, $1,231,312,000 against $1,770,- 
073,000—decrease 30.4 percent, group, 
$654,044,000 against $341,403,000 — in- 
crease 91.6 percent. 





Increase sales with Social Security. 
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MAKING MAIN STREET 


F you have the desire and ambition to get 
ahead in life—you, too, can easily join this 









group of successful men who are establishing 
themselves in a profitable business all their own 
in many of the smaller and medium sized towns 
throughout the country. 

American United Life—one of the oldest and 
strongest companies—is creating many new Gen- 
eral Agencies in smaller communities to operate 
under direct home office supervision and to func- 
tion independent of its cies in the larger 
cities. If ’ve been marking time—here’s an 
unequalled opportunity to succeed with a Gen- 

Agent’s contract that is recognized as one of 
the best and most liberal ever offered. full 
details at once. 


AMERICAN -UNITED LIFE INSURANCE CO. 
Indianapolis, Indiana 





















MAIL THIS COUPON: 


AMERICAN UNITED LIFE INSURANCE CO. 
Dept. NU-1139, Indianapolis, Ind. 
Gentlemen: 

I am very much interested in learning all about your Independent Agency Contract 
and what it offers. Please let me have this information with the understanding there 
is no obligation on my part. ; 

NAME ADDRESS 


CITY. COUNTY STATE 
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Epirorr1at Comment 








The Three Famous Buckners 


THE death of WALTER BUCKNER, execu- 
tive vice-president of the New York LIFE 
recalls the three famous BUCKNER 
brothers in that celebrated company who 
became renowned in its activities. THoMaAS 
A. BucKNER, fo6r many years head of the 
agency department, then president and 
now chairman, is still active in the work. 
SAMUEL O. BUCKNER, inspector of agen- 
cies, now retired, was located in Milwau- 
kee and had charge of the northwest. He 


was one of the most militant of the super- 
vising men and developed a_ splendid 
organization. WALKER BUCKNER was in 
many ways a most efficient executive who 
never sought the limelight and whose 
work was always accomplished with ease 
and the utmost intelligence. The three 
brothers started in the field. They, there- 
fore, had a very fine understanding of 
field problems. Their sympathy has al- 
ways been with the rate book men. 


Move That May Blast “Counsellors” 


TueRre 1s double reason for the life 
insurance business to be gratified at the 
success of suits brought by resentful 
policyholders to recover fees paid to the 
insurance counsellors for worthless or 
harmful advice. First, a wrong situation 
is being corrected. Second, and fully as 
important, is the fact that the remedy 
strikes directly at the heart of the evils 
of the counsellor system without permit- 
ting the counsellors to confuse the issue 
by contending that the companies or 
agents are looking out for their selfish 
interests. 

Counterattacks on the counsellors via 
radio, advertising, or agency forces, or 
other means are good as far as they go, 
but in the dust of battle it is too easy 
for the public to lose sight of the im- 
portant fact that the policyholder’s in- 
terests must be the first consideration 
always. 

Furthermore, the bringing of civil suits 
is a method which does not lend itself 
to being picked up by the counsellors 
and used to their own advantage. At- 
tacks by companies or agents are ready 
ammunition for the counsellor. He uses 
them freely in his advertising or broad- 
casting to show how he is being perse- 
cuted by the companies, the implication 
being that the companies are doing this 
not for the policyholder’s welfare but for 
some sinister motives of their own. 

A procession of clients going to the 
courts to demand restitution of their 
fees, however, would seem to be some- 
thing that a counsellor would prefer to 
keep silent about, no matter how much 
he might be getting hurt. The fact that 
clients are so dissatisfied as to go to 
court could hardly be twisted into an 
endorsement for the counsellor’s serv- 
ices. That so many of these suits are 
successful would be particularly damag- 
ing information for the counsellors’ pub- 
lic to receive, since it would certainly 
accelerate the already rapidly growing 
number of these suits. 


The small claims court in New York 
City has been of the greatest help in 
making it possible for these cases to 
be tried speedily and at a minimum of 
expense. Where the amount involved 
is not more than $50 a plaintiff may take 
his case to court, act as his own attor- 
ney, and the total cost to him will be 
only $1.25. Unfortunately, many of the 
counsellors’ clients who feel they have 
been victimized are so unsure of their 
ability to prosecute a case or so falter- 
ing in their English because it is not 
their mother tongue that so far relatively 
few cases have been put through. 

One difficulty has been that, instead 
of going to the small claims court and 
filing a civil suit, the complainant went 
to the magistrates’ court, where crim- 
inal cases are tried, and attempted to 
get restitution of fees on the ground 
that the counsellors had been guilty of 
criminal conduct. While there may have 
been cases that warranted being taken 
to the magistrates court, the remedy is 
a poor one, as the chance of convicting 
is remote. 

With a civil suit, however, it is a 
different story. The referees who pre- 
side over the small claims court are ac- 
customed to handling cases quickly and 
getting at the crux of a situation with- 
out an undue amount of legalistic com- 
plication. Furthermore, the referees, 
though presumably not experienced in 
life insurance, have shown a remarkably 
clear perception of what life insurance 
is about and what the fee counsellors 
are doing. 

It is significant that in one case the 
referee took the position that advising 
a client as to the relative cost of dif- 
ferent forms of life insurance was worth- 
less, since it was to be presumed that 
the insured knew this when he bought 
his policy. 

It will be interesting to see what hap- 
pens to the counsellor business as a re- 
sult of these increasingly numerous 





suits for refunding of fees. It is by 
no means a remote possibility that this 


development may make the counsellors’. 


activities so unprofitable that they will 
be forced out of business or at least 
reduced to a minor nuisance. 

Faced with being held strictly ac- 
countable for the quality of the advice 
they sell, the counsellors will have to 
make their recommendations only after 
a much more careful survey of the 
client’s situation than is now generally 
the case. This means a sharp increase 
in the cost of doing business or else, 
if they do not improve the quality of 
their services, a constant drain for law- 
yers’ fees and for refunds to dissatisfied 
clients. 

Such a drain on gross incomes—either 
through higher expense of doing busi- 
ness or refunding of fees—might well 
be a mortal blow at the counsellor sys- 
tem. Success of the system hinges on 
the counsellors’ ability to keep a stream 
of prospective clients coming into their 
front doors in sufficient volume to take 
care not only of ordinary expenses of 
doing business but the relatively heavy 
acquisition cost, represented either by 
radio time or printed advertising. If 
gross income is invaded to an extent 
which makes it impossible to pay out 
enough money in broadcasting or other 
advertising to bring in the customer in 





paying quantities, it is only a question 
of a short time until the counsellors 
must shut up shop. 

In addition to this threat to the 
amount of advertising that can be 
financed there is apparently a disposition 
on the part of the small claims court 
referees to hold the counsellors respon- 
sible for statements made in radio broad- 
casts insofar as these statements con- 
tribute to the client’s impression of the 
service he is to receive in return for 
his fee. Most of the advertising that is 
done, either by radio or in print, is ex- 
tremely lurid, alarmist, and more adapted 
to bringing in the customers than to ex- 
plaining what the counsellor is really 
going to do for them. There is usually 
much emphasis on “recovering cash 
from your policies” and maintaining the 
same insurance protection. 

Progressively curbed in volume by 
drains on gross income and weakened 
in pulling power, advertising of fee 
counsellors should decline, gradually at 
first and then rapidly, to a point where 
these concerns will no longer be able 
to operate at a profit. And it is doubt- 
ful that without the present medicine- 
show, ballyhoo system the counsellor 
business can exist. It is still more 
doubtful that if the advice given were 
put on a sound basis these businesses 
could be run on a profitable basis. 








PERSONAL SIDE OF THE BUSINESS 





Mrs. H. A. Miller, whose husband is 
connected with the Illinois insurance de- 
partment, successfully underwent a 
brain operation at a hospital i in St. Louis 
and is now recuperating at her home. 
She must undergo another operation in 
about three months. Mrs. Miller has 
had a paralytic affliction for a good 
many years and the first operation has 
already reduced the disability to a 
marked degree. 


George W. Johnson, district manager 
Metropolitan Life and for 27 years one 
of its leading producers, has been elected 
president of the Chattanooga Kiwanis 
Club. ; 

Sis Hoffman of the J. C. Benson home 
office agency of the Union Central, Cin- 
cinnati, maintained the pace she had set 
for preceding months when she pro- 
duced $133,023 new business in October 
to bring her total for the year through 
that month up to $889,183, more than 
$250,000 better than her nearest rival, 
and it looks as if Mrs. Hoffman would 
be the first woman to be the leading pro- 
ducer of a major company. 


W. H. Meub, Indianapolis general 
agent New England Mutual Life, has 
been named alumni chairman for In- 
diana in a nation-wide campaign to 
raise funds for an endowment fund of 
the Case School of Applied Science, 
Cleveland, O. 

Life insurance men are taking a lead- 
ing part in the “town hall meetings” 
inaugurated in eT by the Minne- 
apolis Civic Council. O. J. Arnold, presi- 





dent Northwestern National Life, is 
president of the council, and Arthur 
Hustad of the Northwestern National 
and Cameron Hurst, New York Life, are 
among the active workers in the meet- 
ings. 

Fred Israel, one of the agency man- 
agers of the Equitable Society in Chi- 
cago, has announced his marriage to 
Miss Ruth Leckar, who was formerly 
connected with the company. 

E. J. Dore, agent of the Johnston & 
Clark general agency of the Mutual 
Benefit in Detroit, paid for $1,005,250 
of new business this year to Nov. 1 on 
20 cases, as compared to $481,300 in 
the same period last year. 

Mrs. Jess G. Read, wife of the Okla- 
homa commissioner, underwent a major 
operation at the Polyclinic hospital in 
Oklahoma City. Late reports indicated 
her condition very satisfactory. 

C. C. Neslen, Utah commissioner and 
president National Association of Insur- 
ance Commissioners, made literally a 
flying trip to Chicago. Having business 
to transact, he flew in by plane and re- 
turned by air, all in the same day. 


J. D. Frank, associate general counsel 
Lincoln National Life, has been elected 
president of the Fort Wayne Kiwanis 
Club. 


L. C. Mersfelder, Oklahoma state 
manager for the Kansas City Life, re- 
turned from his annual deer hunt in 
the mountains of New Mexico with the 
record bag of his hunting experience. 
In addition to a large buck for the 
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annual agency deer dinner for which he 
always provides the venison, _this year’s 
haul included a huge porcupine and an 
enormous diamond back rattlesnake, 
measuring six feet in length and 15 to 
18 inches in body circumference, which 
he is having mounted. The deer dinner 
will be held Dec. 1. Several home office 
executives will attend. 

Sidney Geise, agency director New 
York Life, Eau Claire, Wis., was elected 
president of the class taking the Scot- 
tish Rite Masonic degrees at Eau Claire 
Consistory. 

Vice-president Guilford Dudley, Jr., of 
the Life & Casualty of Nashville was 
married at White Sulphur Springs to 
Mrs. Kitty Barrett Helgesen, daughter 
of Mrs. Robert R. Myer of Birmingham, 
Her father was editor and publisher of 
the Birmingham “News-Age Herald.” 
The bride is well known in Birmingham 
and Washington social circles, being a 
member of the Junior League in Wash- 
ington. Mr. Dudley started with the 
company as an agent in the ordinary 
department. : 

James Abels, agency director Franklin 
Life, has been visiting Texas agencies. 

The annual dinner for those employcs 
in the home office of the Bankers Na- 
tional Life of Montclair, N. J., who have 
been with the company five years or 
more was held in Newark. Service rings 
were presented to those completing their 
fifth year and traveling bags to those 
completing their tenth year. Forty-four 
home office employes were in attend- 
ance. 

R. R. Lounsbury, president Bankeis 
National Life of Montclair, N. J., has 
been elected a director of the Orange 
First National Bank in Orange, N. J. 

John A. Tory, Toronto, retired man- 
ager and now director Sun Life of Can- 
ada, was feted on his 70th birthday at 
a testimonial luncheon in Toronto. Born 
in Gusboro, Nova Scotia, on Nov. %, 
1869, Mr. Tory arrived in Toronto via 
the West Indies and Grand Rapids, 
Mich., in 1908 when he was appointed 
superisor of western Ontario and Mich- 
igan by the Sun Life, of which he has 
been an employe since 1892. Mr. Tory 
is active in civic and Y.M.C.A. work. 
After the war he was president of the 
Soldiers’ Rehabilitation Committee. He 
became chairman of the advisory com- 
mittee of the Canadian Legion and as- 
sisted in forming the Poppy Fund, of 
which he is vice-president and director. 
He helped form Toronto’s first Social 
Service Commission and acted as its 
chairman. His current offices include 
the presidency of the Toronto Industrial 
Commission. 


G. L. O’Shea, general agent of the 
Central States Life in St. Louis, has 
qualified for the President’s Club, which 
is the highest award, entitling him to a 
trip to the convention to be held in Den- 
ver next July. 


The Providence agency of the Massa- 
chusetts Mutual Life celebrated Roder- 
ick Pirnie’s first anniversary as general 
agent with a dinner. Vice-president J. 
C. Behan of the agency department and 
Mrs. Behan were among the guests. Mr. 
Pirnie took charge of the agency Nov. 
1, 1938. Under his leadership five new 
agents have been recruited and during 
the year produced $332,650. The agents 
in the organization prior to Mr. Pirnie’s 
appointment show a2 composite sales in- 
crease of 128 percent over their produc- 
tion during the preceding 12 months. The 
agency gained 106 percent in sales vol- 
ume the first ten months of this year 
over the same period a year ago. 


On returning to San Diego, Cal., from 
the eastern meeting of the Million Dollar 
Round Table, R. R. Sanders, district 
manager Business Men’s Assurance, was 
honored by the Advertising Club of that 
city through a broadcast over KFSD. 

e was the only man in San Diego who 
qualified for the Million Dollar Round 
Table, having enjoyed that distinction 
for two years, and it was this that won 
the publicity given him over the radio. 
In recognition of his 50th anniversary 
of service with the Mutual Benefit Life, 
Charles E, Brewer, assistant secretary, 





was tendered a dinner by his associates 
and friends. He became an officer of 
the company in 1915, when the position 
of registrar was created. As assistant 
secretary, which position he has held for 
a number of years, he has been in charge 
of part of the new business department. 
J. C. McFarland, Cincinnati general 
agent Ohio State Life, has just com- 
pleted five years of consecutive weekly 
production. He has been a member of 
the company’s honor club each year. 


Preston H. Luin, son of P. H. Luin, 
Des Moines general agent American 
Mutual Life, is seriously ill in the Iowa 
Methodist Hospital in Des Moines with 
a strange disease which physicians have 
been unable to diagnose. 


Mrs. C. C. Cowan, who is in charge 
of personnel for the comptroller’s de- 
partment of Connecticut General, was 
a visitor this week at the Norman Alli- 
son agency in Chicago. 

Arthur James, vice-president and 
agency director National Life of Osh- 
kosh, Wis., returned to his home from 
Rochester, Minn., where he underwent 
a major operation at the Mayo Clinic. 
He is convalescing but is not expected 
to return to the office for another month. 
Mr, James returned to Oshkosh by a 
chartered airplane piloted by S. W. 
Wittmann, nationally known racing 
aviator. The trip was made in one hour 
and 15 minutes. 

C. M. Williams, executive vice-presi- 
dent Western & Southern Life, is serv- 
ing as chairman of Cincinnati’s annual 
charity horse show for the benefit of 
the Children’s Hospital which annually 
attracts a showing of some of the finest 
horses from stables in the Ohio valley. 

A. J. Butzen, general agent at Mil- 
waukee for the Massachusetts Mutual, 
was honored at a dinner celebrating his 
10th anniversary in his position. A. D. 
Lynn, assistant director of agencies, was 
present from the home office in Spring- 
field and presented him with a service 
pin. F. E. Roberts, Jr., agency cashier, 
acted as toastmaster. 

Miss Sue Campbell, youngest daugh- 
ter of G. H. Campbell, general agent 
Aetna Life in Little Rock, Ark., was 
married on Nov. 11 to J. T. Hornor, 
Jr., of Little Rock. Mr. Hornor is a 
graduate of the University of Arkansas 
Law School, is an attorney, and is con- 
nected with the Utilities Commission of 
the state. 





DEATHS 


J. S. Snasdell, 80, superintendent of 
claims of the Sun Life of Canada for 
many years prior to his retirement in 
1932, died at his home in Montreal. He 
was with the Sun Life more than 47 
years. 


Nowell R. Kinney, 42, assistant sec- 
retary and head of the new business 
department of the Columbian National 
Life, died suddenly. He was graduated 
from Brown University in 1919 and 
had been with the Columbian National 
home office more than 16 years. 


Thomas Bradshaw, 70, president of 
the North American Life of Toronto 
since 1928, and commissioner of finance 
for the city of Toronto during the last 
war, died suddenly. He had been at 
his office recently and had been ill only 
four days. Mr. Bradshaw was born in 
Manchester, Eng., in 1868. He was 
educated in grammar school there and 
as a boy went to Canada. 

In 1881 he entered the offices of the 
North American Life and became actu- 
ary in 1897. In 1898 he left the North 
American and became secretary and 
actuary of the Imperial Life of Can- 
ada. He became vice-president and 
actuary in 1901. He became managing 
director in 1907 and retired from insur- 
ance temporarily to become a partner 
in the firm of A. E. Ames & Co., in- 
vestment bankers, in 1911. He re- 
signed from the Ames company in 1915 
and became commissioner of finance. 
In 1920 he went with the Massey 








Harris Company but in 1930 returned 
to almost full-time duties at the North 
American Life, of which he had been 
elected president in 1928 while still as- 
sociated with Massey Harris. 

G. E. Leonard, 61, vice-president 
American Life of Detroit, died at his 
home there. A graduate of the University 
of Michigan law school in 1902, he prac- 
ticed law for a time and in 1911 became 
a vice-president of the American Life. 
He had lived in Detroit for 37 years. 

Godfrey S. Storrs, head of the mail- 
ing department of the Pacific Mutual 
Life, died at his home in Los Angeles, 
after having served the company 22 
years. Harold Ponder, aid to Mr. 
Storrs has been named as his successor. 

A. F. Smith, manager Bankers Life 
in San Francisco for 27 years, died 
suddenly. He started in life insurance 
in Colorado in 1903 as district manager 
of the State Life. In 1904-1907 he trav- 
eled throughout the United States and 
Canada for that company. After a 





brief interlude he went to California, 
joining the California State Life at 
Sacramento. After two years with that 
company, he became manager of the 
Bankers Life for northern California 
with headquarters in San Francisco. 

J. S. Hatcher, 61, Grand Forks, N. D., 
state manager Great-West Life, died in 
a Grand Forks hospital. He suffered 
a stroke two days earlier. He had been 
in the insurance business 28 years, in 
Minneapolis and Fargo, N. D., before 
going to Grand Forks. 

C. M. Casper, head of the bureau of 
issue at the head office of the Alliance 
Life of Peoria, died Saturday afternoon 
at the Methodist Hospital in his city. 
He was 40 years of age. He entered 
the service in 1921 in a clerical capacity. 
He had supervisory charge of a number 
of other divisions related to his bureau. 
He was active in the Life Office Man- 
agement Association, was prominent in 
the First Methodist Church of Peoria, 
being a member of the board. 











BALANCED PROTECTION 


A man-may be regarded as insured when the 


proceeds that would be payable weigh as much 


as his dependents’ future needs. 


Measurement of these needs may reveal that 


many of your policyholders are yet inadequately 


insured. Show them both sides of the scales and 


the necessity for a well-balanced program. 
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NEWS OF THE COMPANIES 





Examination Report 
on Bankers Mutual 


The Illinois department has made a 
report on the examination of the Bank- 
ers Mutual Life of Freeport, Ill, as of 
June 30. This is a stipulated premium, 
mutual legal reserve company. Its as- 
sets are $1,378,217 and net reserves $53,- 
535, total reserves. $124,700 including 
$74,018 on disabled lives, unassigned 
funds, (tabular business), $35,528, ex- 
cess of assets over liabilities, (non-tab- 
ular business), $948,316. Total income 
for the first six months was $294,319, 
disbursements $204,040, insurance in 
force $25,739,892. 

The report says the cash position is 
well maintained and surplus funds are 
being currently invested in marketable 
securities. The investments are well di- 
versified and confined to mortgage loans 
and bond issues. Its mortality losses in- 
curred, the report says, have been fa- 
vorable and the administrative expenses 
reasonable. The adjustment and settle- 
ment of claims, the examiners say, ap- 
pear to have been effected in a prompt 
and equitable manner. J. C. Peasley is 
president and general manager and 
M. V. Peasley, vice-president and secre- 
tary. A. P. Woodruff is first vice-presi- 
dent and treasurer. 

The business of the company is classi- 
fied as to non-tabular, that is, that writ- 
ten prior to Jan. 1, 1936, and tabular, 
that written subsequent to Jan. 1, 1936. 
The company is licensed in Illinois, 
Missouri and Michigan. The agency 
system is conducted on the general 
agency plan. Three branch offices are 
located in the larger cities. It has some 
200 agents actively engaged in the busi- 
ness. 


. Louis. 





Write Down Central 


States Asset Values 


The Missouri, Arkansas and Okla- 
homa departments have made a report 
on their examination of the Central 
States Life of St. Louis. The company 
naturally anticipated that there would be 
a considerable writedown in its assets 
due to real estate holdings and yet real- 
ized the decrease would be more or less 
a bookkeeping loss. The Central States 
officials set up a special fund of $1,000,- 
000 contingent reserve to take care of 
possible real estate losses. The exam- 
iners reduced the assets by $1,300,000. 
There is a corresponding reduction in 
both assets and liabilities. 

The examiners give the assets, includ- 
ing the Home Life of Little Rock ac- 
count, as of Dec. 31, $19,205,269, as com- 
pared with $20,546,693 estimate by the 
company. Inasmuch as the company 
had put up $1,000,000 special reserve to 
take care of this contingency, on an ad- 
justed basis, the valuation would have 
been $19,546,683, as against the final es- 
timate of $19,205,269 by the examiners. 

The reduction in asset values cut down 
the surplus from $503,771 to $193,635. 
The largest single asset is a $3,600,000 
loan on the Park Plaza Hotel in St. 
The company foreclosed its 
property in February, 1937, and in 1938 
it showed a decided improvement. The 
examiners found that for the period of 
1937-38 it paid a net return, less than 
the minimum 3 percent required by the 
bond issue of a subsidiary holding com- 
pany known as 220 North Kings high- 
way. It is stated that the property has 
shown a substantial gain for this year 
as compared with last, and in all prob- 
ability the net return will be above the 








HERE’S ANOTHER 
NEW ONE! 


How often have you been asked, “How 3 
can | buy the amount of life insurance | 
should provide for the financial security 
of my family, and still keep within my 


present budget?” 





The Berkshire answers this with a new Term to Age 65 policy, featuring 


these six points: (1) It costs about half as much as the least expensive form 


of permanent insurance. (2) It has disability and double indemnity bene- 


fits. (3) Non-forfeiture provisions—cash, paid-up and extended insurance 


values. (4) Conversion privileges without medical examination operative 


prior to the anniversary nearest age 55. (5) Fully participating contract. 


(6) Issued in amounts of $5,000 and over at ages 20 through 55; maximum 


$50,000 ages 20 through 45 ; $25,000 ages 46 through 55. A modern policy 


to meet modern conditions. For further particulars, simply ‘phone, write or 
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3 percent minimum bond issue require- 
ment. 

While the changes apparently reduced 
surplus to $193,635, the examiners did 
not recommend that the company be 
called upon to make bookkeeping ad- 
justment in accordance with their find- 
ings. In other words, it will continue 
to operate on the same basis as hereto- 
fore and its actual surplus shown at 
$503,771. This is not disturbed and is 
ample to meet all obligations. The 
capital of $400,000 naturally is entirely 
intact. The examiners have not called 
on the company to charge off actually 
the $1,000,000 this year or any particular 
part. The report contains no criticism 
of the management. 

Commissioner Lucas states that the 
write-downs were merely bookkeeping 
transactions and that the department 
does not contemplate calling on the 
company to make any readjustment in 
its valuation on the basis set up by the 
report. The company under its present 
management has done much houseclean- 
ing and strengthened its position.. 


Canada Life’s U. S. Offices 
Observe Dual Anniversary 


DETROIT — Canada Life branches 
throughout the United States planned 
a dual celebration for Nov. 9 and for 
the Detroit branch the day held an 
even greater significance. Fifty years 
ago, on Nov. 9, 1889, the Canada Life 
launched its first United States branch 
in Detroit, and 92 years ago, on Nov. 
9, 1847, the company issued its first 
policy on the life of the founder and 
first president of the company. This 
was the first policy ever written by a 
Canadian life company. 

With the opening of the Detroit 
branch, the Canada Life became the 
first Canadian company to operate in 
the United States. In that connection 
the Michigan insurance report for 1890 
refers to this company as “the first 
life insurance company organized under 
the laws of any foreign government 
which has ever been authorized to do 
business in Michigan.” 








Jefferson National Progress 


INDIANAPOLIS—Good progress is 

being made by the new Jefferson Na- 
tional Life, according to E. K. McKin- 
ney, president. The company, which 
began to write business last June, is get- 
ting its agency organization set up in 
important cities in the state. At the 
present time, it is writing business at the 
rate of about $50,000 a week, and expects 
to close the year with about $2,000,000 
in force. 
_ Recent general agency appointments 
include: C. A. Bevans, Muncie; E. J. 
Huegele, Marion; L. R. McCoy, Logans- 
port; R. T. McKune, Evansville; G. W. 
E. Smith, Anderson; John Wilhelm, 
Hammond; O. A. Laven, South Bend 
(special district agent). 





Davenport to Home Office 


R. R. Davenport, formerly assistant 
manager of the Houston agency of the 
Southwestern Life, has been called into 
the home office at Dallas as assistant 
director of sales. He will work with 
Ben H. Williams, director of sales. 

A graduate of Wesley College and 
Southern Methodist University, Mr. 
Davenport joined the Southwestern Life 
in 1933 as agent at Munday, Tex. For 
the past 13 months he has been assistant 
manager of the Houston office. 


Oregon Mutual's Growth in Decade 


PORTLAND, ORE. — Announcing 
completion of its first decade of mutual- 
ization, the Oregon Mutual Life reports 
exceptional growth records during the 
period. 

Founded in 1906 as the Oregon Life, 
it became a mutual in 1929. Since then 
assets have doubled, now exceeding 
$18,000,000, insurance in force has in- 
creased $9,000,000 to a new high of 
more than $64,000,000, surplus to policy- 








holders was increased nearly $500,000 and 
the number of policyholders has grown 
25 percent. 


Volunteer State Capital Boost 


CHATTANOOGA, TENN—An in- 
crease of $250,000 in the capital struc- 
ture of the Volunteer State Life has 
been recommended by the directors, 
The recommendations call for increasing 
the capital by $125,000 and adding 
$125,000 to surplus. It would bring the 
capital to $625,000. 

A special meeting of stockholders has 
been called for Nov. 24 to consider the 
proposed increase. 


Provident Life & Accident Plan 


The directors of the Provident Life & 
Accident voted an increase of $750,000 
in capital, bringing that item to $1,750,- 
000. The stockholders meeting will be 
held Nov. 29 to take action. It is pro- 
posed to transfer $750,000 from surplus 
to capital stock. 


Analyze Social Security Changes 

MINNEAPOLIS—At a dinner meeting 
of the Home Office Life Club, T. L. Todd 
of the Northwestern National Life anal- 
yzed the 1939 amendments to the social 
security act. Kenneth Munsch, also of 
the Northwestern National, reviewed 
current news and articles in the insur- 
ance press. 














Commissioner Caminetti has __insti- 
tuted liquidation proceedings against the 
Mt. Whitney Mutual Life of Los An- 
geles, a chapter 8 assessment company, 
and has taken possession of the com- 
pany. As of Dec. 31, 1938 it had $8,975 
assets and liabilities of $8,207, and had 
1,085 members. 

The Provident American Life, Fort 
Worth, Tex., has moved into a newly 
purchased home office building. 





Instructions Are Given 
for Mississippi Muster 


Commissioner Williams of Mississippi 
in a communication to THe NATIONAL 
UNDERWRITER calls attention to the fact 
that railroad tickets to the mid-year 
meeting at Edgewater Park, Miss., 
should be secured to that point. He 
says: 

“T notice some of the insurance pub- 
lications in writing about the meeting of 
the National Association of Insurance 
Commssioners in December, give the 
location of the hotel headquarters as 
Biloxi, Miss. As a matter of fact, the 
Edgewater Gulf Hotel is between 
Biloxi, and Gulfport, six miles from 
each town. It has a station of its own 
—Edgewater Park, Miss.—and_ tickets 
should be bought to that station, other- 
wise those buying tickets to either 
Biloxi or Gulfport, will be put off at 
those stations, six miles away from the 
hotel. Of course we will have taxis 
and car at both stations, but it will be 
more convenient for all concerned if 
all those coming are informed to buy 
their tickets to Edgewater Park. Edge- 
water Park station is on the grounds of 
the Edgewater Gulf Hotel.” 





N. Y. Bars Matches With 
Unlicensed Insurer's “Ad” 


BUFFALO—More than 330,000 match 
books, bearing the advertisement of an 
unlicensed insurer, were returned from 
here to their out-of-state shipping point, 
following an opinion by Superintendent 
Pink that any person, organization of 
firm distributing the matches violates the 
insurance law of New York. The packet 
matches bore the words “One dollar 
starts life policy up to $3,000.” The in- 
side of the match cover contained an 
order blank for the mail order policy. 

Upon a presentation of these facts, the 
distributors agreed to return the new 
shipment and the manufacturer also c0- 
operated, agreeing to withhold further 
shipments into New York state. 
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LIFE SALES MEETINGS 





Hearthstone Life Agents 
at Meeting in Indianapolis 


INDIANAPOLIS—About 30 agents 
of the Hearthstone Life attended a sales 
meeting here with morning and after- 
noon sessions at which the company’s 
policies were discussed and sales plans 





FRANK P. MANLY 


were offered. Frank P. Manly, presi- 
dent, presided. 

At a luncheon meeting most of the 
board of directors were present and met 
the agents. Vice-President Val Nolan, 
United States district attorney, presided 
and introduced the members of the 
board, who responded with expressions 
of confidence in the program that the 
company is following and commendation 
of the achievements of the agents who 
had qualified for the meeting. Prizes 
were awarded to a number of agents 
who had excelled in certain phases of 
production. 

_ The Hearthstone Life is rounding out 
its first year with about $2,000,000 busi- 
ness in force. Mr. Manly spoke at the 
luncheon meeting, expressing apprecia- 
tion of the active interest that has been 
manifested by the members of the board 
since the company began business and 
of the support they have accorded him. 


Max Hancel Is President 
of Founders Club 


A special tribute luncheon was given 
at the Continental American home office 
for 32 members of the new Founders 
Club who won highest honors in the 
anniversary month” campaign in Oc- 
tober. The company was 32 years old 
last month. A special club of one man 
for each year of the company’s age was 
formed among the leaders on written 
and paid basis. October was the best 
month of the year by 21 percent. 


New Club’s Officers 


Officers of the new club are: Presi- 
dent, Max J. Hancel, general agent, New 
York; vice-presidents, W. S. Carmine, 
Peninsula*agency, Salisbury, Md.,- who 
insured 24 lives in October, and T. P. 
O Hearn, Boston, who led in premiums. 

At. the luncheon 12 members who 
wrote.and paid for $32,000 or more in 
October received a new medal struck 
for the occasion. They are: Mr. Han- 
cel; M. B. Simon and S. R. Bloom, 
Philadelphia; J. A. DeForce, Washing- 
ww W. S. Carmine, M. J. Lauer and 
= V. Nathanson, Lauer. agency, New 
ben T. P. O’Hearn and George Yoffa, 

oston: H. J. Kennedy, Syracuse: E. C. 
purt, Baltimore, and Harry Greene 
Newark, ; 
_ Two agencies won cups for outstand- 
ing achievement, Boston, G. M. Doherty, 








general agent, and Wilkes-Barre, Pa., 
B. C. Vincent, manager. 


State Farm Rally 


Indiana agents of the State Farm in- 
surance companies of Bloomington, III. 
held a two-day meeting at Indianapolis 
this week. C. J. Mecherle, president 
and chairman of the board of the State 
Farm Mutual Automobile, State Farm 
Life and State Farm Fire. spoke at the 
banquet. Various problems of agents 
were discussed. Morris G. Fuller, vice- 
president of the life company. spoke 1n 
the business session. 


Franklin Life Texas Rally Jan. 21-22 


Clarence Burnett, Waco, will be host 
at a state-wide convention of Texas 
agents of the Franklin Life in Waco 
Jan. 21-22. More than 50 Texas agencies 
will be represented. 


John Hancock Has Indiana Meeting 


Dr. W. B. Bartlett, medical director 
John Hancock Mutual Life; B. K. 
Elliott, vice-president and general 
counsel, and W. R. Pond, manager of 
the underwriting department, recently 
spoke at a two-day convention in In- 
dianapolis of the Indiana agency, of 
which Dan W. Flickinger is general 
agent. 


Schnell Agency Meets Jan. 6 


The Frederick A. Schnell general 
agency of Penn Mutual Life in Peoria, 
Ill., will hold its annual agency meet- 
ing there Jan. 6. There will be a full 
day’s educational and inspirational pro- 
gram with Mr. Schnell presiding and 
possibly some home office men as 
speakers. 











Central Life Sets 1940 Meeting 

The Central Life of Des Moines will 
hold its 1940 convention at Roberts’ Pine 
Beach hotel on Gull Lake, 12 miles 
from Brainerd, Minn. 





Southeastern Iowa Agents Meet 


Agents of the Northwestern National 
Life from southeastern Iowa met in Ot- 
tumwa. Chief speaker was Harry Hoff- 
man, from the home office. Frank 
Markley is Ottumwa general agent. 


Hold Joint Detroit, Toledo Rally 


G. S. Nollen, president, and W. E. 
Winterble, director of agencies Bankers 
Life of Iowa, attended a conference of 
the Toledo and Detroit agencies in To- 








ledo, O. They were guests of honor 
at a luncheon where leaders in a recent 
contest were awarded recognition. H. F. 
Moore, Toledo manager, and A. A. 
Heald, Detroit manager, were hosts. 





A meeting of the Oklahoma agency of 
the Mutual Benefit Life was held in 
Oklahoma City. It was conducted by 
Allen Wilkinson of Muskogee, under the 
general supervision of W. T. Thach, 
general agent. 

Northern Indiana agents of the Penn 
Mutual Life met in Fort Wayne. Prin- 





cipal speakers were W. E. Eickhoff, 
Indianapolis Life general agent in Fort 
Wayne, and E. R. Brock, Penn Mu- 
tual, Des Moines. 





The East Boston Savings Bank has 
become the 102nd savings bank in 
Massachusetts to serve as an agency 
for savings bank life insurance. 

The Boston Life & Accident Claim 
Association will hold its next meeting 
Dec. 12 with President Clyde W. Young 
of the Monarch Life as speaker. 
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ANUFACTURERS 


For over 50 years the Manufacturers Life has contrib- 
uted as a stabilizing influence in the economy of both 
business and individuals. It is widely known as a 
sound and progressive company. 


INSURANCE AND DEFERRED ANNUITIES IN FORCE 
572 MILLION DOLLARS 


ASSETS. EXCEED 167 MILLION DOLLARS 
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~ LIFE AGENCY CHANGES 





Leland Manager of Chicago 
Agency’s Life Department 


Youngberg-Carlson Co., Chicago gen- 
eral insurance agencv, has opened a life 
department and appointed Samuel Le- 
land as the manager. Mr. Leland’s ex- 
perience, first with S. T. Whatley, Aetna 





LELAND 


SAMUEL 


Life’s agency vice-president, when he 
was its Chicago general agent; then as 
manager life and accident department, 
Fred S. James & Co., at Chicago, and 
more recently as general agent Union 
Mutual Life there, is particularly adapted 
to the plan being developed by Young- 
berg-Carlson. 

This plan is to equip a group of care- 
fully selected men to give intelligent 
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LIFE INSURANCE CO. 


Topeka, Kansas 





Capital Stock . . . $550,000 
Surplus . 559,000 


Contingency Rear . 200,000 


Operating under the Kansas 
Compulsory Deposit Law. 


GENERAL AGENCIES OPEN 
FOR GOOD PRODUCERS. 


Write: 


T. A. LONAM, Vice President 


Agency Director 














‘counsel on life insurance problems as 


well as casualty and fire. To this end, 
Mr. Leland is training them in the estate 
control method of selling, and on the 
casualty and fire side they are receiving 
instruction in the survey method of sell- 
ing. 

Youngberg-Carlson some years ago 
were general agents of Midland Mutual 
Life but did not have a highly developed 
life department. Since then they have 
placed life business on a brokerage ba- 
sis. The office was organized in 1920 
and is general agent for a number of 
fire and casualty companies. 


La Rue Named at Ypsilanti 

John D. La Rue of Ypsilanti, Mich., 
has been appointed general agent of the 
Ohio State Life. He has appointed 
Mark F. Beckington as an assistant. 





Sapirstein Named in Brooklyn 


Sam B. Sapirstein has been appointed 
general agent in Brooklyn by Conti- 
nental American Life, effective Dec. 1. 
He has been associate general agent in 
the Matthew J. Lauer Agency in New 
York since 1936. Mr. Sapirstein entered 
the life insurance business 14 years ago. 
He is a specialist in estate work and pro- 
gramming, and is a member of the 
“Leaders Club.” The Brooklyn Agency’s 
address is 66 Court street. 


Sorrells Beaumont General Agent 


The Republic ‘National Life of Dallas 
has appointed O. W. Sorrells general 
agent at Beaumont, Tex., with jurisdic- 
tion also over Port Arthur and sur- 
rounding territory. Mr. Sorrells was 
agency director of the old Republic Life, 
predecessor of the Republic National 
Life. 


NEWS BRIEFS 


Don Hart has been named field sup- 
ervisor for the Indianapolis Life in 
western Indiana. He has been in life 
insurance five years. 

William P. Allan, who has been con- 
nected for several years with the invest- 
ment banking house of Glore, Forgan & 
Co. of Chicago and New York, has 
joined Volunteer State Life as special 
agent in the Chattanooga branch. He 
is a graduate of Vanderbilt University. 
For six years he was in the general in- 
surance business in Nashville. 

The Great American Life of San An- 
tonio has appointed Benton Starnes field 
manager for mid-west Texas with of- 








fices at Abilene. He has been with the 
company 6% years and has been district 
manager at Sweetwater. 


CHICAGO 


WOMAN GOLF STAR IS AGENT 


Mrs. Frank P. Hammond, known in 
midwestern golf circles as “Connie” 
Hammond, woman’s club champion of 
Olympia Fields Country Club near Chi- 
cago for four years, has joined the Reli- 
ance Life in that city as an agent. She is 
prominent as chairman of women’s golf 
activities at Olympia Fields and as ai- 
rector, and for the last two years presi- 
dent, of the Chicago Woman’s District 
Golf Association. 


JULIAN DE BARRY JOINS FATHER 


Julian De Barry, following graduation 
from Georgetown University, has gone 
with his father, C. D. De Barry, in De 
Barry & Williams of Chicago. This of- 
fice is general agent of Lincoln National 
Life and does a general insurance busi- 
ness as well. Mr. De Barry is nation- 
ally known as the head of an organiza- 
tion which for many years has been 
adjusting fraternal societies on a legal 
reserve basis. The son is studying for 
the C.L.U. degree and taking a night 
insurance law course at Northwestern 
University. 














SUPERVISORS, BOSSES TO FROLIC 

The general agents and managers 
party of the Life Agency Supervisors 
of Chicago will be held Dec. 7. The 
place is yet to be selected. 





CASHIERS TO MEET NOV. 20 


The life agency cashiers division of 
the Chicago Association of Life Under- 
writers will hold its monthly meeting 
on Nov. 20 at 6 p. m. at the La Salle 
Street Y. M. C. A. In addition to a 
round table discussion of personal prob- 
lems, led by E. B. Brownson, New York 
Life, the moving picture, “Yours Truly, 
Ed Graham,” will be shown. 





BUILDING BEING MODERNIZED 


The Equitable Society’s Chicago 
building that it purchased from the 
Washington National, 29 South LaSalle 
street, Chicago, is now undergoing 
renovation and repairs so that all the 
activities of the company in Chicago 
can be centered there, May 1, next. 
Tenants are being moved to other floors 
from those where the Equitable itself 
will occupy the space. On the ground 





floor will be the policyholders service 





bureau, which will be maintained for the 
benefit of policyholders that seek advice 
or desire to talk over their insurance 
affairs. President Parkinson inaugurated 
the idea of having such a bureau in the 
larger cities. The Chicago office of the 
Equitable collects more money annually 
than any city except New York City. 
The agency organization in Chicago js 
particularly effective and potent. The 
real estate department of the Equitable 
will have quarters in the building along 
with the other divisions. 


COAST 


Adult Education Course in 
California Goes on Air 


LOS ANGELES — The course in 
life insurance now being taught in the 
educational institutions of California as 
a part of the consumer education pro- 
ject in the adult education division of 
the state department of education will 
go on the air Nov. 22 from KFSO in 
San Francisco. It will be presented by 
a cast of professionals in a one-act 
play. 

Dr. Mann, head of the adult educa- 
tion division, who is in charge of the 
work, has arranged still farther exten- 
sion of the course and classes will be 
inaugurated in Santa Ana and San 
Diego, Nov. 27. 

Plans also have been completed to 
present the course nationally, starting 
with ten states, showing that there is 
a rapidly growing interest in the plan. 

Roy Ray Roberts, who originated the 
plan, and who has just been appointed 
vice-chairman of the National Associa- 
tion of Life Underwriters educational 
committee, will have charge of con- 
sumer education work as a_ separate 
department of the general education 
work of the committee. 














Dern on Way Home 


A. L. Dern, vice-president and director 
of agencies of the Lincoln National Life, 
left the R. E. Murphy agency in Sacra- 
mento this week on the last half of his 
swing around the western agencies. He 
will be in Portland, Ore., where he will 
meet with the G. B. Schwieger agency 
Nov. 20. Before returning to the home 
office Dec. 1, Mr. Dern will visit the E. 
H. Small agency in Seattle, Nov. 22, the 
T. B. Isaacson agency in Salt Lake City, 
Nov. 24, and the A. K. Underwood 
agency in Denver, Nov. 27. 
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Georgia Is Seeking 
Mid-year Meet 


The Georgia Association of Life Un- 
derwriters will invite the National asso- 
ciation to hold its mid-year meeting in 
Atlanta in 1940, according to N. Baxter 
Maddox, Connecticut Mutual, Atlanta, 
president. ee ove 

The Georgia association is planning an 
intensive year. A sales congress will be 
held on Jan. 24, with Charles J. Zimmer- 
man, president National association, as 
one of the three speakers. The Retail 
Credit Company will be host at a lunch- 
eon and the Macon association will put a 
time control skit which was well re- 
ceived at the annual state meeting in 
Savannah last June. 

The Georgia association has put up an 
additional $25 prize for the best essay 
submitted from Georgia in the nation- 
wide contest. 


Membership Campaign Planned 


An active membership campaign is 
planned with local associations, putting 
especial emphasis on this activity. The 
state association has a program commit- 
tee to assist local associations to secure 
outstanding speakers. Educational ac- 
tivities will be sponsored, an Atlanta 
C. L. U. course for 50 being held cover- 
ing parts one and two. A training school 
will be held next June for new officers 
of the state and local associations. 

At an executive committee meeting in 
Atlanta, the agency practices agreement 
was endorsed as well as the principles 
and objectives of the National associa- 
tion as outlined by President Zimmer- 
man. A committee was appointed to 
form a leaders round table with the idea 
of presenting certificates at the annual 
sales congress to production leaders 





from various associations. A caravan 


committee was named with the idea of 
attempting to have speakers travel from 
One association to another in order to 
strengthen locals where such help was 
needed. 

President Maddox will visit local asso- 
ciations during the next three months to 
stimulate interest. 

R. L. Cooney has been named chair- 
man of the law and legislative commit- 
tee with a member from each local asso- 
ciation. 


Prospecting Is Vital 
to the Producer 


CINCINNATI — Paraphrasing Hol- 
gar J. Johnson’s statement that “recruit- 
ing is the only thing that does not com- 
pete for a general agent’s time,” Manuel 
Camps, Jr., general agent John Hancock 
Mutual, New York City, told the Cin- 
cinnati Life Underwriters Association 
that “prospecting is the only thing that 
does not compete for an agent’s time.” 
Mr. Camps pointed out that the agent 
goes down to the office in the morning 
to look over his mail, to arrange for a 
medical examination, or for a little ad- 
vance from the general agent, and so on, 
and does not have time to devote to 
prospecting. 


Use Mondays for Prospecting 


“Your days are numbered if you don’t 
prospect,” Mr. Camps asserted. He said 
that prospecting was responsible for at 
last 70 percent of an agent’s success in 
most cases, yet no agent by a show of 
hands gave an entire day to prospecting, 
or, in other words, gave 16% percent of 
his time to a task which counts for 70 
percent of his results. 

In his own agency, Mr. Camps said, 
Mondays are devoted to prospecting and 
he recommended that every agent de- 
vote a half day or an hour or some 
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definite specific time to prospecting. The 
prospect must be able to pass, pay, have 
a need, and be approachable, Mr. Camps 
said. An organized sales talk will be 
found useful. 

He said that he had never heard of 
an agent being stabbed, shot, or bitten 
for prospecting. A prospect list of 50 
people whom the agent has not called 
on is necessary for success in the busi- 
ness, he said. More failures are caused 
by the people an agent doesn’t see than 
those he doesn’t sell, Mr. Camps stated. 





Hunter Sees More Quality 
Business Written in Future 


PITTSBURGH—Col. D. Gordon 
Hunter, vice-president and agency man- 
ager Phoenix Mutual, spoke at the 
monthly meeting of the Pittsburgh Life 
Underwriters Association and earlier the 
same day at a luncheon of Pittsburgh 
C. L. U. chapter. 

At the afternoon meeting he said more 
quality business will be written in the 
future and the insurance of tomorrow 
will be written by well trained and 
qualified men with a sound knowledge 
of the problems of taxation and trusts. 
He outlined a five-point selling program. 

Stating that the history of life insur- 
ance indicated that war was a stimulant 
to the business, he predicted a large in- 
crease in business this year and in 1940. 


Regional at Rochester, Minn. 


ROCHESTER, MINN.— Life men 
from southeastern Minnesota gathered 
here for the first of a series of regional 
meetings. Attending was a large dele- 
gation of Twin City life men, headed 
by President Hiram Moore of the state 
association. Speakers included E. A. 
Roberts, vice-president and general 
counsel Minnesota Mutual Life, and 
W. R. Jenkins, director of sales re- 
search Northwestern National Life. 


Florida Annual Meeting Jan. 12-14 


The Florida Association of Life 
Underwriters will hold its 1940 con- 
vention at the Miami Biltmore Hotel, 
Coral Gables, Jan. 12-14. The Miami 
association will be host. Among _ the 
featured speakers will be C. J. Zim- 
merman, president National associa- 
tion. 

The first meeting will be held the 
afternoon of Jan. 12, followed by a 
banquet and floor show at the conven- 
tion hotel. On Jan. 13, a business 
session will be held in the morning 
with time off in the afternoon for golf 
and the horse races. 

On Jan. 14 beach sports and a tour 
of Greater Miami will be featured. 








Fox River Valley—Highlights of the 
National convention were reviewed at 
the monthly dinner meeting at Menasha, 
Wis., by Harry Bruegger, Oshkosh, sec- 
retary; M. G. Fox, Appleton, and George 
Cameron Neenah. 

Baltimore—H. G. Kenagy, superintend- 
ent of agencies Mutual Benefit Life, made 
the address this week. 

San Antonio—O. D. Douglas, Texas 
general agent Lincoln National Life, 
urged that all life men strive to bring 
to the public a correct understanding of 
life insurance services as offered by 
companies and their agents. He stressed 
the need for cooperation of all agents 
through membership in the local, state 
and National associations for the pro- 
tection of the institution and the buyers 
of life insurance. 


Kankakee County, I11.—C. L. Coyner, 
Chicago, manager Mutual Life of New 
York, spoke at a dinner meeting. He 
suggested organization by each agent of” 
“Me Salesman, Ince.,” an institution in 
which all departments are controlled and 
operated by one person, the agent. Mr. 
Coyner said each agent should divide 
himself into departments — executive, 
treasurer, bookeeper, advertiser, public 
relations and research. These depart- 
ments should be made to function as 
thoroughly as those of a real corpora- 
tion and for the same reasons. Frank A. 
Palumbo, president, presided. 

Portland, Ore.—lInterest in a pending 
resolution urging denial of licenses to 
part-time insurance agents was credited 














with a sudden and marked increase in 





YY yyy 


\ 


oa 





INSURES AGAINST 


1. SICKNESS 
2. ACCIDENT 


3. ACCIDENTAL LOSS 
of SIGHT or LIMB 


4. OLD AGE 
5. DEATH 


X PACIFIC 
MUTUAL 
LIFE 


INSURANCE COMPANY 
* 
Home Office: Los Angeles, Calif. 








18 HeNATIONAL UNDERWRITER 





November 17, 1939 














Five hundred and sixty-four years. That is the com- 
bined: total of years served by the score of men who 
have been associated with Bankers Life of Nebraska 
for a quarter of a century or longer. 


These”have been years characterized by the quality 
of loyalty. Loyalty to the principles and ideals of life 
insurance. Loyalty to the thousands of persons — 
policyholders and beneficiaries—to whom they have 
brought the advantages of life insurance. Loyalty to 
one company which they have come to know as their 
business partner working with them in a common 
cause. 


This loyalty is the basis for “the trend to stick" as dis- 
played by Bankers Life of Nebraska men. We are 
proud of these men—proud of their loyalty—proud 
of "the trend to stick" tradition. 


Bankers Life 


COMPANY a ebraska 


HOME OFFICE LINCOLN 











THE 


GUARDIAN LIFE 


INSURANCE COMPANY 


OF AMERICA 
NEW YORK CITY 








A MUTUAL COMPANY 
ESTABLISHED 1860 

















membership. Printed copies of the pro- 
posed resolution have been circulated to 
members of the association and action is 
scheduled at a special meeting Nov. 21. 
It urges determination by the insurance 
commissioner of an applicant’s inten- 
tions to devote his full time to the in- 
surance business, and the denial of li- 
censes to those who would operate only 
on a part-time basis. 

Cedar Rapids, Ia.—R. H. Termohlen, 
Northwestern National Life, has been 
elected president to succeed E. C. Evans, 
resigned. W. E. Maupin was named vice- 
president to succeed Mr. Termohlen, and 
Ray Short was elected a director. 

Jackson, Mich.—Commissioner Emery 
said agents’ organizations are doing an 
exceptional job in elevating ethical 
standards in the business and improving 
practices generally. He discussed trends 
in the business. 

Nashville, Tenn.—John D. Moynahan, 
manager Metropolitan Life, Berwyn, IIl., 
spoke on “Our Best Prospects,” 

Indianapolis—Gilbert Forbes, news 
commentator of WFBM, spoke Nov. 16. 
Mr. Forbes is a former newspaper cor- 
respondent and has been engaged in 
radio work nearly ten years. 

Peoria, 111.—G. H. Harris, public rela- 
tions officer Sun Life of Canada, will be 
the principal speaker at a luncheon meet- 
ing Nov. 30, his subject being “Some 
Problems of Modern Salesmanship.” Fred- 
erick A. Schnell, president, will be in 
charge of the meeting. F. J. Manning is 
program chairman and first vice-presi- 
dent. 

Cleveland — Osborne Bethea, general 
agent Penn Mutual Life, New York, will 
talk Nov. 17 on “Prospecting for Simpli- 
fied Programming.” 

Columbus, 0.—At the annual fall semi- 
nar, R. W. Angert discussed “Social Se- 
curity”; E. R. Shannon, “Business In- 
surance for the Small Business,’ and 
Gilbert Moody, “Retirement Insurance.” 
A play, “Good Property,” was presented, 
the cast including Nelle Klein, J. F. 
Dewey, 2nd, L. E. Gregory, R. W. Weath- 
ers, R. K. Zimmer, F. M. Eline, F. A. 
Lichtenberg, Evelyn R. Rupe and S. E. 
Martin. 

Northern New Jersey—lIn his talk on 
“Employer-Employe Relations,” R. L. 
Mason, assistant to the president of the 
Standard Oil Co. of New Jersey, reviewed 
its insurance plan, which covers group, 
accident and death benefits. 

A new business standards and prac- 
tices committee will be appointed by.the 
president and an amendment has been 
made to the by-laws whereby there can 
be a preferment of charges under amend- 
ment to cover twisting. 

The Christmas party will be held Dec. 
11. John Elliott, Newark general agent 
Penn Mutual Life, is in charge. 


INDUSTRIAL 


Commonwealth Fort Wayne Rally 


L. G. Russell, first vice-president; 
J. T. Ruby, division manager, and H. R. 
Reynolds, inspector, were guests at a 
banquet in Fort Wayne, Ind., in recog- 
nition of the outstanding record made 
by northern Indiana agents of the 
Commonwealth Life of Louisville, for 
the first ten months of this year. W. H. 
Lewton, Fort Wayne district manager, 
presided. 


A, J. Cawley Honored 


A. J. Cwwley, manager of the San 
Francisco No. 1 office of the John 
Hancock Mutual Life, was honored at 
a dinner given by city officials in his 
home city, Burlingame, Cal., in recog- 
nition of his appointment as civil serv- 
ice commissioner there. He went to 
San Francisco from Dayton, O., in 
1923. He has been prominent in the 
San Francisco Life Underwriters As- 
sociation, 


American National Shifts 

M. B. Conatser, formerly an agent at 
Rankin, Tex., for the American Na- 
tional, has been advanced to assistant 
superintendent at McCamey. He suc- 
ceeds C. C. Tarver, transferred to 
Sweetwater as district superintendent. 
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MANAGERS. 


Traits Needed in 
Recruiting Work 


Magnetic personality, leadership ten- 
dencies and enthusiasm are indispens- 
able traits which a general agent must 
have to solve the recruiting problems, 
said Vice-president C. O. Fischer of the 
Massachusetts Mutual in addressing the 
New York City Managers Association. 

The functions of the general agent or 
manager, he pointed out, are two-fold. 
He must produce through his organiza- 
tion a substantial volume of quality busi- 
ness, and intelligently and _ conscien- 
tiously service the business. Both, he 
said, are essential to a proper balance be- 
tween new writings and terminations, 
He said that it is a human impossibility 
to entirely avoid terminations which, ji 
many instances, represent the fulfillment 
of plans for which life insurance is pur- 
chased. All conscientious insurance 
men, Mr. Fischer. said, are actively inter- 
ested in the prevention of excessive lap- 
sation, recent comments to the contrary 
notwithstanding. 


Listed as Major Problem 


“Recruiting is the point of beginning 
for the general agent in building a suc- 
cessful agency organization,” said Mr. 
Fischer, “and one of his major problems 
in maintaining the agency as a growing 
business.” He said that in a survey of 
opinion among 82 Massachusetts Mutual 
general agents, recruiting was listed by 
72 as the major problem. 

Frequent study of the task to be un- 
dertaken, the establishing, of a definite 
objective, and the formulating and exe- 
cution of a plan for reaching the objec- 
tive are determining factors in the de- 
gree of success in solving the recruiting 
problems, the speaker said, and the dif- ° 
ference between the accomplishments of 
general agents of a company, with com- 
parable fields, or between competing 
general agents in the same field, often 
parallels the difference in attention given 
these essentials. He said it is important 
for the general agent to budget his time, 
and to include recruiting activities in the 
time budget. 


Selection of Agents 


Regarding selection of agents, Mr. 
Fischer said: “You are dealing with hu- 
man beings, and the human equation 
cannot be safely ignored. You must de- 
cide what age men you want’ to bring 
into your agency and the educational and 
cultural advantages you want them to 
have. There are times when the field to 
be cultivated calls for men of certain re- 
ligious denominations or social strata. 
These points must be considered for the 
maximum success in recruiting.” 


Collins Speaks in Indianapolis 

Basil S. Collins of Boston, authority 
on life insurance trusts, spoke at the 
opening session of a study course in 
advanced life underwriting service spon- 
sored by the Indianapolis General 
Agents & Managers Association in the 
Indiana University extension division. 
The course, consisting of 24 lectures, 
has an enrollment of 70. : 

Lecturers for the first semester, in 
addition to Mr. Collins, are Jean Black, 
E. N. Spence, R. L. Colby, C. C. Crum- 
baker, C. F. Davis, Hilbert Rust, O. D. 
Pritchard, E. J. Green, who are mem- 
bers of the life underwriters lecture staff, 
and the following special lecturers: 
F. E. Schortemeier, former secretary of 
state; H. H. Bredell and Lucien Dunbar, 
attorneys, and Burke Nicholas, trust of- 
ficer Fletcher Trust Company. 





Pn 


Discuss Stimulation, Inspection 

Pierce Flack, George Brooks and H. 
C. Beers discussed ways and means of 
stimulating and inspiring agents at the 
November meeting of the Fort Worth 
a Life Managers & General Agents 
Club. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Reliance Issues Two 
Aviation Clauses 


Two aviation clauses have been pre- 
pared by Reliance Life, known as plans 
A and B, for use in connection with 
aviation risks where it does not appear 
feasible to issue a policy with an appro- 
priate extra premium for full aviation 
coverage, or where the applicant is un- 
willing to pay the extra premium re- 
quired for this, in states where approval 
of the aviation exclusion clause has 
been given. ; me 

Plan A is the partial aviation exclu- 
sion provision, which relieves the com- 
pany of liability due to death occur- 
ring as the result of the aviation hazard 
except when the assured is a fare-pay- 
ing passenger on a regular air line; 
plan B is the total exclusion of all lia- 
bility for death occurring as the result 
of any aviation hazard. 

These provisions have been approved 
for use in all states in which the Reli- 
ance operates except Minnesota, Ten- 
nessee and Texas, ardd in Maryland and 
Illinois only the partial exclusion pro- 
vision, plan A, may be used. Effort is 
being made to secure approval of these 
remaining states. 

Plan A clause is: “Aviation or aero- 
nautics—Death from aviation or aero- 
nautical hazards except as a fare-paying 
passenger in a licensed airplane being 
piloted by a licensed commercial pilot 
on a regularly scheduled flight between 
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specified airports, is a risk not assumed 
under this policy, but in case of death 
from such aviation or aeronautical haz- 
ards, the company will pay to the bene- 
ficiary the full reserve on his policy 
at the time of the death of the assured 
as defined in this policy, less any in- 
debtedness to the company on account 
of such policy; and upon such payment, 
the company shall be discharged from 
all other liability hereunder.” 


Plan B Given 


The plan B clause is: “Aviation or 
aeronautics—Death from aviation or 
aeronautical hazards is a risk not as- 
sumed under this policy, but in case 
of death from such aviation or aero- 
nautical hazards, the company will pay 
to the beneficiary the full reserve on 
his policy at the time of the death of 
the assured as defined in the policy, 
less any indebtedness to the company 
on account of such policy; and upon 
such payment the company shall be 
discharged from all other liability here- 
under.” 

The maximum amount of insurance 
that will be issued with the aviation 
insurance exclusion provision will be 
$25,000, with still further limits de- 
pending upon the occupation and nature 
of the risk. 


Two Policies Found 
Not Illegal 


Policies having a contingent mortality 
endowment provision were found not in 
conflict with insurance law, in an opinion 
by Attorney-General Hamilton of Wash- 
ington, asked for by Commissioner Sul- 
livan. The policies provided these fea- 
tures: (1) A life insurance policy pro- 
viding for payment of principal amount 
to assured’s beneficiary upon his or her 
death; (2) an old age endowment pro- 
viding for payment of principal amount 
to the assured upon his or her attaining 
age 85; (3) a contingent mortality en- 
dowment providing for payment of 
principal amount to assured when his or 
her policy becomes the oldest policy in 
the division of his entry-age class which 
has fewest policies in it at the time he 
or she became the policyholder and a 
death thereafter occurs in that division. 


Two Companies Involved 


The policies were issued by Great 
Northwest Life of Spokane and Union 
Employes Mutual of Tacoma. The at- 
torney-general’s opinion noted that in 
Liberty National Life v. Read, Insur- 
ance Commissioner of Okla. 24 Fed. 
Sup. 103, it was held a policy practically 
identical in terms with those of the two 
companies cited “covers an insurable 
risk.” The attorney-general said this 
type of policy unquestionably is written 
in Oklahoma, Alabama and Arkansas, 
and also in some or all of the following 
states: Delaware, Florida, Georgia, In- 
diana, Kentucky, Mississippi, Pennsyl- 
vania and Tennessee. 

The fact that this form of policy is 
permitted to be written in Oklahoma, 
and in at least some other states which 
have some kind of anti-discriminatory 
statute, indicates the insurance authori- 
ties could not have considered the policy 
discriminatory, or they would have pro- 
hibited its use, the opinion points out, 
and the fact that the Oklahoma, Ala- 
bama and Mississippi legislatures 
“adopted statutory provisions prohibii- 
ing the growth and expansion of the use 
of this type of policy is also persuasive 
that such type of policy was not con- 
sidered in conflict with the general in- 
surance laws of such states. We cannot 
believe that any of the features can be 








considered discriminatory as a matter 
of law, although they possibly present 
novel actuarial problems.” 


Great Lakes Life Issues 
Life Expectancy, Term 


Great Lakes Life has brought out a 
rate book covering its life expectancy 
and 10, 15 and 20 year term policies, all 
of which are participating. 

The life expectancy term alone con- 
tains no automatic conversion privileges 
except as pertaining to disability, but 
may be converted to higher premium 
forms upon written request. A special 
conversion agreement can be added so 
that beginning the sixth year the policy 
automatically will convert to and con- 
tinue on the whole life plan at a guar- 
anteed premium rate two years less than 
the assured’s then attained age and with 
non-forfeiture values as contained in the 
whole life form. Five conversion op- 
tions are offered in this agreement. 

Age limits are 16-60 inclusive, and 
minimum policy $2,000 ($2,500 if special 
conversion agreement is attached) and 
maximum $1,500 on one life. Conver- 
sion may be on any premium payment 
date prior to age 50. 

The 10, 15 and 20 year participating 
term policies may be converted to any 
form with higher premium rates with- 
out evidence of insurability before age 
60, the 10 year within first seven years, 
15 year with in 12 years and 20 year 
within 15 years, as with most companies. 

Age limits are 20-50 inclusive and 








policy limits $2,500-$15,000. Illustrative 
premium rates are: 

Life 

Exp. Term 

Term 10 Yr. 15 0Y 
20 $12.55 $10.35 $10.55 $10.79 
25 14.3 10.80 11.09 11.47 
30 15.23 11.45 11.92 12.53 

5 18.58 12.48 13.27 14.40 
40 20.39 14,23 15.68 17.64 
45 26.92 17.40 19.96 23.16 
50 30.79 23.16 27.32 32.23 
55 38.81 onee eau can 
60 51.59 
s a 

Northern Life Life of Canada 


Issues a Soldiers Form 
The Northern Life of London, Ont., 


is offering a special 30 year endowment 


policy to persons actually enlisted in an 
army, naval or aviation unit. The 
monthly installment of the premium is 
to be paid by means of an assignment 
of that amount of the soldier’s pay and 
is to be deducted by the government. 
The contract is a 30 year endowment 
and will be issued between the ages of 
18 and 30, inclusive. 
$2.50 monthly provides $1,000 of insur- 
ance at all these ages but the values in 
the policy depend upon the age at issue. 
Dividends will be payable annually com- 
mencing at the end of the second year. 

A special provision allows interchange 
of the policy to standard ordinary lite 
participating plan by payment of an in- 
creased premium after such change is 
made. Such policy would be subject to 
the regular war clause. 





John Hancock Maintaining 
Present Dividend Scale 


John Hancock has adopted for 1940 
the same dividend scale as that currently 
in force. More than $20,000,000 will 
be set aside for dividends to policyhold- 
ers. The same general formula now in 
effect will be continued on retirement 
annuities and group policies. 

During 1940 the interest distribution 
on funds held on deposit or retained 
under optional settlement provisions in 
the policies will be at the rate allowed 
during 1939. 

Insurance in force Sept. 30, was $4,- 
306,000,000, a gain for nine months of 
$130,783,000. 


United States Life Plan 


The United States Life increased pre- 
miums Nov. 1 for family protection 
agreement. This agreement is to be 
added to the regular permanent form of 
life insurance to provide an income to 
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the beneficiary for a period of 10, 15 or 
20 years after death of the insured, with 
payment of the face amount of the origi- 
nal insurance at the end of the income 
period. Premiums are: 


20-Yr. Plan 15-Yr. Plan 10-Yr. Plan 

Dis. Dis. Dis. 

Age Pre. Waiv re. Waiv. Pre. Waiv. 
$7.37 $0.12 $5.71 $0.09 $4.00 $0.05 

25 8.23 16 1 -70 = 4.21 -06 
30 9.88 22 7.00 13 4.55 07 
35 13.05 37 =: 8.87 19 5.46 .09 
40 18.52 75 12.30 36 = 7.32 15 
45 27.17 1.62 18.01 -78 Ly 55 31 
50 a --- 26.93 1.85 15.80 -70 
55 .a% aes epee oe 33:91 1.80 





Aetna Life Continues Dividends 


The directors of the Aetna Life have 
voted to continue’ the present dividend 
schedule for another year. The interest 
rate will be 3 percent, allowed on funds 
left with the company except where the 
contract producing such funds guaran- 
tees a higher rate. This will be true cf 
both the participating and non-partici- 
pating departments and applies to divi- 
dend accumulations as well as policy 
proceeds. 


Chicago Lawyers Meeting 

The Chicago Life Insurance Lawyers 
Club will hold its next meeting at the 
Brevoort Hotel, Chicago, the evening 
of Nov. 21. John W. French will give 
the paper on “Construction of the 
Clause ‘Exclusive of All Other Causes’ 
in Life Policies.” C. R. Holton will 
give the story and C. W. Clover wit!l 
give a review of current decisions. 








Prudential Makes Promotions 


Walter Kidde, an engineer, and presi- 
dent of the Walter Kidde & Co., con- 
tractors in New York City, has been 
elected a director of the Prudential. L. 
R. Menagh, Jr., assistant comptroller, 
was elected comptroller, and Supervisor 
H. J. Volk was named assistant secre- 
tary. Both have been in the Prudential 
service for some years. 
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NEW YORK 


HIRSCHFELD JOINS FREID 


Isidor Hirschfeld, formerly of the 
Bender agency of the National Life of 
Vermont in New York City has joined 
the Freid agency of the New England 
Mutual in New York City, where he 
will organize and train a group of agents 
along the lines of estate planning in 
which he is an outstanding authority. 

Mr. Hirschfeld is a qualifying and life 
member of the Million Dollar Round 
Table, having produced $1,000,000 or 
more for 15 of the 19 years he has been 
in the life insurance business. In addi- 
tion to furnishing insurance advice to 
his clients, his methods call for close 
cooperation with clients’ lawyers, ac- 
countants and banks in connection with 
wills, trusts business agreements and tax 
matters, ° 








METROPOLITAN LIFE SELECTED 


The Metropolitan Life has been des- 
ignated by the New York State League 
of Savings & Loan Associations to un- 
derwrite the contract in which the 
league guarantees retirement benefits to 
about 300 men and women in members’ 
employ. The Metropolitan League of 
Savings & Loan Associations met in 
New York City when the first definite 
move to offer the advantages of the pro- 
gram with a specific group was made. 
The plan was explained by H. P. Mills 
of the Metropolitan Life. 





E. F. BAILEY IS SPEAKER 


Out of 41 cases that he has closed 
so far this year for a total of $1,114,- 
000, the motivating factor in 29 was o!d 
age income rather than jiamily protec- 
tion, E. F. Bailey, Equitable Society, 
Philadelphia, said in his address before 
the second in the Equitable’s series of 
New York City sales rallies. At the 
same time more than 75 percent of his 
business is life insurance, he said, indi- 
cating that his sales were mainly of 
policies combining insurance and re- 
tirement values. Mr. Bailey empha- 
sized the agent’s obligation to improve 
himself for the benefit of his policy- 
holders, asking himself, “What can I 
do for this man that has never been 
done before?” 

A consistent million dollar producer, 
he has determined that his time is worth 
$9.55 an hour to himself. He does con- 
siderable work among orphan policy- 
holders and always studies in advance 
the details of these cases, such as dis- 
ability, income options, dividend accu- 
mulations, and the like. He uses the 
programming approach and makes ex- 
tensive use of pamphlets and adver- 
tising specialties such as blotters and 
wall calendars. His persistency rate 
is 97 percent. 





Los Angeles Managers Hear 
Talk on Selection 


LOS ANGELES—Dr. L. H. Lee, 
medical director Pacific Mutual Life, 
addressed the Life Managers As- 
sociation, at a meeting here, showing 
that medical departments desire to ac- 
cept all risks possible, and stressing the 
necessity of accurate information in the 
application relative to medical examina- 
tion. He noted greater accuracy in the 
prediction of group mortality experi- 
ence as the result of improved medical 
knowledge. 

“The medical underwriter does not 
attempt to prognosticate the longevity 
of any individual,’ Dr. Lee said. “His 
task is the classification of risks in 
homogeneous groups. ‘The mortality 
experience in such groups can be an- 
ticipated with a reasonable degree of 
accuracy. Guided by medico-actuariai 
experience, risk classification is con- 
stantly being modified through the ap- 
plication of knowledge gained from 
clinical medicine and by the use of clin- 
ical equipment. 

“It is not only the desire but the duty 
of the medical department to approve 





applications, not to decline them. How- 
ever, some risks must be classified into 
groups which, according to the stand- 
ards of the company, are too hazardous 
to accept.” 

The agent is the first selector, he 
said, and if he selects a poor type of 
business he cannot expect a good ex- 
perience regardless of the fact that the 
company is desirous of accepting all 
business which is submitted. 

Clark E. Bell, president California 
State Association of Life Underwriters, 
spoke on the agents qualification law. 
It appears, he said, the insurance di- 
vision will not hold examinations for 
new men until after Jan. 1. Leon Soper, 
president, Los Angeles association, told 
the managers the association’s new 
council is functioning. The first meet- 
ing will be Nov. 17. 





Massachusetts Mutual 
Men Hold Conference 


The executive committee of Massa- 
chusetts Mutual Life General Agents 
Association met in joint session with of- 
ficers of the company at Springfield. 
Fourteen general agents from 13 states 
comprise the committee. The meeting 
was called by H. I. Davis, Atlanta, as 
president of the association, continuing 
the practice started three years ago. 

To facilitate discussion of field poli- 
cies, and other topics bearing on Massa- 
chusetts Mutual service, Mr. Davis had 
invited all general agents to forward 
recommendations, requests and sugges- 
tions. These were reviewed at a pre- 
liminary meeting of the committee last 
month at Washington where John F. 
Cremen, secretary of the association is 
general agent. An agenda was then 
prepared to guide discussions at the 
Springfield meeting. 

The Massachusetts Mutual general 
agents will meet in annual convention 
Feb. 12-14 at Palm Beach Biltmore 
Hotel. 

President B. J. Perry and Mrs. Perry 





—= 


Pacific Actuarial Club in 
Session at Del Monte 


DEL MONTE, CAL.—The fall meet- 
ing of the Actuarial Club of the Pacific 
is in session here, with C. H. Tookey, 
Occidental Life, Los Angeles, president, 
presiding. The Wednesday sessions 
were devoted to investments, with ad- 
dresses by officials of western companies, 
R. B. Richardson, president Western 
Life, is chairman. 

Dwight L. Clark, executive vice-pres- 
ident Occidental, spoke on “Investment 
Strains and Stresses’; R. W. Cross, 
manager of security investments Pacific 
Mutual Life, on “The Investment Policy 
of Life Insurance Companies” and Lucy 
E. Ritter, security analyst California- 
Western States Life, on “Investment 
Records.” 


Discuss Actuarial Topics 


Thursday was devoted to actuarial 
subjects. Alfred Hahn, actuary Pacific 
Mutual Life, discussed “Problems of 
Short Term Insurance”; Arthur Haven, 
Pacific Mutual, “Non- Participating Pre- 
mium Rates.” Other subjects discussed 
were “Social Security Changes and 
Their Influence on Life Insurance,” 
“Group Medical Reimbursement Insur- 
ance,” “Annuity Reserves,’ “Latest 
Trends—Total Disability Experience,” 
“Methods of Improving Persistency,” 
and the “War Clause.” 

Underwriting problems are scheduled 
Friday. L. J. Schmoil, assistant secre- 
tary Metropolitan, will be chairman. 
Subjects are: “Juvenile Underwriting,” 
“Selection for Term Insurance,” “Under- 
writing,’ “Underwriting of Reinstate- 
ments,” “Time Control of Inspection Re- 
ports,” and discussion of clinic cases. 








entertained the committee and officers 
of the company with their wives at a 
buffet supper preceded by a social hour 
as the guests of Vice-presidents Behan 
and Fischer and their wives. 








Protective Life Agents Win 
The Rewards of Quality 


—a larger income from both first year and 
renewal commissions 


—more prestige through contacts with 
higher income groups 


—high standing in their home communities 
® 


“A quality Company with quality agents writing 
quality business on quality people.” 
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Young Elected President 


of Texas Congress 


Ruben Young, Dallas, was elected 
president Texas Fraternal Congress at 
the annual convention in Fort Worth. 
San Antonio will be the place of the 
1940 meeting. Other new officers are: 
Vice-president, W. B. Carsow, San An- 
tonio; second vice-president, Mrs. Lena 
A. Shugart, Garland; secretary-treas- 
urer, J. H. Cullom, reelected. 

One of the principal speakers was 
O. E. Aleshire, president Modern 
Woodmen. He said a great oppor- 
tunity is before fraternal societies to 
expand their work of human relations 
and relief of suffering through their 
hospitals, homes for the aged, etc. L. A. 
Smith, chairman Texas railroad com- 
mission, director Standard Life, was 
on the program. R. P. Kuntz, Okla- 
homa manager Maccabees, Oklahoma 
City, and E. H. Hellbusch, Houston, 
representing the Aid Association for 
Lutherans, were speakers, 


Report on Mutual Benefit & Aid 


The Illinois department has given 
the results of its examination of the 
Mutual Benefit & Aid, a fraternal, with 
head office at 2934 Washington boule- 
vard, Chicago. It writes life insurance, 
sick and accident benefits. The date of 
the examination is Sept. 30. Its assets 
are $193,685, certificate reserves $87,451, 
surplus $87,962, solvency ratio 131.78. 
The examiners say that the records 
show that claims have been adjusted in 
accordance with the provisions of the 
by-laws and certificates. R. E. Sieben, 
the financial secretary, is the main sal- 
aried officer. It is licensed in Illinois 
and confines its operations largely to 
the Chicago district. It has $2,385,000 
insurance in force. It received from 
members the first nine months $127,948 
and total income is $139,280. It paid 
policyholders $58,851 and the total dis- 
bursements were $103,784. 


Jeffries Elected Detroit Mayor 


E. J. Jeffries, general counsel of the 
Maccabees, was elected major of De- 
troit by a margin of more than two 























A Winning Team! 


You and 
Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in 
any Lutheran Community. All 
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are eligible for life insurance in 
this Society. 


You are the Agent! 
Lutheran Brotherhood is the So- 
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in a work that assures you a se- 
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to one over his opponent, Richard 
Reading, incumbent. Mr. Jeffries has 
served four terms as a member of the 
council and has been its president 
since January, 1938. He has served as 
general counsel of the Maccabees 10 
years. 


Jackson Resigns A. O. U. W., Kan. 


Cooper R. Jackson, grand recorder of 
A.O.U.W. of Kansas, has resigned due 
to ill health after more than a quarter 
century of service. He has been editor 
of “Kansas Workman,” the society's 
publication, since 1914, and also was ac- 
tuary. Mr. Jackson had been recorder 
since 1936. O. G. Jackson was named 
by the board grand recorder pro tem. 
He formerly was office auditor and 
manager of the FHA loan department. 
A.O.U.W. of Kansas has just been in- 
stalled in a new home at Newton, a re- 
modeled private residence. One wing 
was reconstructed into a three story fire- 
proof vault for records. 








Joint Congress in Denver Rally 


The Colorado-Wyoming Fraternal 
Congress in meeting at Denver was ad- 
dressed by J. E. Little, actuary and field 
director Maccabees, Detroit. He. dis- 
cussed the character of field workers 
needed, emphasizing a willingness to 
serve, honesty, enthusiasm, energy and 
persistency. He was introduced by John 
Berenbein, Maccabees’ Colorado man- 
ager. H. D. Landy, secretary, reported 
A banquet would be held in Denver 

ec. 7. 


Drive for Moore Memorial 


Field representatives of A. O. U. W. 
of North Dakota in October campaigned 
for a $10,000 fund as a memorial to the 
late E. J. Moore, grand recorder. The 
money will be used to help A. O. U. W. 
boys and girls take their places in the 
business world by affording them busi- 
ness college or trade school education. 
M. D. Anderson of the head office at 
F argo is secretary of the memorial com- 
mittee, and M. J. Boyd, treasurer, is 
receiving the contributions. 


Martin. K. of C. Leader, Dies 


John F. Martin, deputy supreme grand 
knight of Knights of Columbus, New 
Haven, Conn., died at his home in Al- 
louez, Wis., at the age of 71. He was 
a prominent attorney of Green Bay. He 
was connected with the order for a half- 
century. 


Inaugurate $100,000 Club 


Fidelity Life has organized a $100,- 
000 Fidelity Club, initial membership 
being seven representatives. Copper 
plaques will be presented all members. 
At the end of the first year honorary 
officers will be selected on a basis of 














volume production, quality of business, 
renewal record, etc. 





Gleaner Life to Meet Dec. 6 


Gleaner Life will hold its convention 
at Jackson, Mich., Dec. 6. 





O. R. Werkmeister, Milwaukee, Wis- 
consin state president Modern Wood- 
men of America, has announced his 
candidacy for mayor of Milwaukee at 
the 1940 municipal election. 


CL. U. 


New Courses in Buffalo 


The Buffalo Life Managers Associa- 
tion, Buffalo Life Underwriters Associa- 
tion and Buffalo C. L. U. chapter are 
cooperating with Millard Fillmore Col- 
lege in presenting two more life insur- 
ance courses. 

Life Insurance Salesmanship (Part 
II) will begin Dec. 6 and run for eight 
waukee C. L. U. chapter, succeeding 
(Part I) will begin Jan. 29 and run 16 
weeks, 

In charge of the courses are W. M. 
Smith, Mutual Life of New York; R. 
A. Scott, Equitable Society, and C. S. 
Bennett, Travelers. 














Forrester Milwaukee Head 


Richard Forrester, Mutual Benefit, 
has been elected president of the Mil- 
waukee C. U. chapter, succeeding 
H. C. Fuller, Sr., Northwestern Mu- 
tual. Leslie Eaton, Massachusetts Pro- 
tective, succeeds Mr. Forrester as vice- 





president. Laflin C. Jones, Northwest- 
ern Mutual, was reelected secretary- 
treasurer. 

Philadelphia Meeting 


F. P. Todd, vice-president and insur- 
ance supervisor of the Provident Mutual 
Life, was the guest speaker at the lunch- 
eon meeting of the Philadelphia C. L. U. 
Mr. Todd gave the chapter some valu- 
able reflections on present-day problems 
that at times present difficulties. “Jumbo 
cases” was one of the features he dis- 
cussed. It was Mr. Todd’s feeling that 
there was less difficulty encountered in 
having such cases accepted today than in 
past years. In connection with this dis- 
cussion he mentioned the fact that while 
as a general rule in “key man” insurance 
it is considered that a man is worth to 
the business not more than five times his 
salary, that rule is frequently ignored by 
most companies. 

Mr. Todd also mentioned the war risk 
situation of today, which, in his opinion, 
is at a temnorary standstill. He believes 
that no action will be taken on this sub- 
ject, certainly until after the meeting of 
the insurance commissioners in Decem- 
ber and it was also his feeling that if 
any action is taken it will be a uniform 
action among companies. 
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Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1939 show- 
ing: Membership, 523,109; camps, 6,445; insurance in force, $352,529,990; 
admitted assets, $64,862,642, and claims paid, $104,205,258. 

This progress is attributable to the Society’s principle of twofold 


service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 44 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 








BRINGS PROGRESS 


This principle was firmly im- 
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Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
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Industrial Hearing 
Held in New York 


(CONTINUED FROM PAGE 1) 


companies where the cost would be guar- 
anteed. ; 

Chairman Piper cut short further dis- 
cussion of industrial endowments pend- 
ing completion of a bill now in prepara- 
tion which would remove the present 
ban on this coverage. As the commit- 
tee turned to the proposal for written ex- 
aminations for industrial as well as ordi- 
nary agents, Superintendent Pink said 
he saw no reason why this should not 
be done. The law which becomes effec- 
tive Jan. 1 exempts industrial agents who 
write no ordinary. j ; 

J. H. Durkin of the C. I. O. industrial 
agents union saw no objection either, so 
long as it would apply only to new 
agents. Mr. Piper said this would be 
the case, as it will be with ordinary 
agents when the law becomes effective 
Jan. 1. Mr. Durkin asked that the law 
provide that the agents be consulted in 
the framing of the examinations. Mr. 
Pink was doubtful about this but said it 
would be the department’s policy to con- 
sult those affected, as with brokers ex- 
aminations. Mr. Durkin said this would 
be as. satisfactory as having it in the 
law. 

Mr. Siegel said that not only the new 
agents but existing agents should have 
to take a written examination, Mr. Piper 
agreed this would be in the public in- 
terest but said the legislature in such 
cases is accustomed to include the so- 
‘called “grandfather” clause exempting 
those already in the business under con- 
sideration. He said that many older ex- 
perienced men in various businesses and 
professions are unable to pass an exami- 
nation. As to Mr. Siegel’s suggestion 
that those in business a few years should 
be: subjected to written tests Mr. Piper 
said the committee would consider it. 

Leon Bemey, C. I. O. organizer, said 
the actual conditions which industrial 
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agents face constitute a far more search- 
ing test than any written examination 
could be. The agent and particularly the 
industrial agent must know his business 
or he is soon out, said Mr. Bemey, citing 
the turnover rate to substantiate this 
contention but mentioning no figures. 
He said he was not objecting to tests for 
new agents but was interested in ans- 
wering Mr. Siegel’s assertion that exist- 
ing agents should be subjected to writ- 
ten examinations. 

Mr. Bemey also suggested licensing of 
all assistant managers, managers, home 
office executives and even boards of di- 
rectors. 

Mr. Piper said the new law on exami- 
nations would take care of the type of 
case complained of by Frank Williams, 
agent New York Life, in which a home 
office employe is licensed to write insur- 
ance on himself and his friends, since 
most of these will not take the trouble to 
study for and take the examinations. 

M. J. Bogart, agent Metropolitan, op- 
posed any proposal to examine existing 
agents. 

C. I. O. Organizer Durkin said that de- 
spite the good effects of examining fu- 
ture agents the nub of the problem is the 
managerial pressure under which the 
agents operate. He urged the commit- 
tee to make a study of the companies’ 
resistance to collective bargaining. 

Spiking statements about “turnover” 
and “pressure,” Mr. Taylor said the 
countrywide turnover rate was 9.98 per- 
cent last year and between 7 and 8 per- 
cent this year. 

Bela Friedman, former Metropolitan 
agent, talked at considerable length on 
alleged grievances, including the fact 
that he had recently been denied further 
disability income. He got quite a laugh 
by the contrast he drew between college 
graduates and others as agents. He said 
an agent who was formerly an iceman, a 
carpenter or mechanic will keep going 
back to tough prospects. 

“But take a man with a college de- 
gree,” he said, “and he gets a door 
slammed in his face. He says, ‘come out 
here and I’ll knock your head off,’ but 
he never goes back.” 

Israel Conviser of the “Policyholders 
Committee,” a group reputedly working 
closely with the C. I. O. union, made a 
plea for having a certain number of each 
company’s directors appointed by the 
state as is done in New Jersey. He con- 
tended that “evils” revealed by the fed- 
eral monopoly investigation and else- 
where show the need for such directors. 
Mr. Piper questioned whether the plan 
had shown any marked practical merit 
in New Jersey. Mr. Conviser said he 
thought so but offered no support for his 
belief. 

Carroll Shanks, vice-president and 
general solicitor Prudential, said that 
while it is desirable to extend privileges 
of ordinary to industrial, costs should be 
kept down and hence loan values should 
not be added. This move would boost 
expenses, he said, and it would be no 
help to base the minimum loan value on 
a family’s total policies, since each indi- 
vidual policy involved would have to be 
handled individually. 

Answering a question by Mr. Piper, 
Mr. Shanks said that making the mini- 
mum loan value $50 or $100 per policy 
would keep expenses in line, yet the ten- 
dency would be to cut the minimum 
more and® more. He strongly urged 
leaving out loan value and educating the 
public to buy cheaper forms such as 
monthly premium. 

Introduced by Organizer Durkin of 
the C. I. O., Mrs. Peter Forminsky ap- 
peared leading a delegation of 50 policy- 
holders on behalf of Samuel Geller, 
Brooklyn, former agent Metropolitan 
Life, who had served for six years and 
was recently discharged. Mrs. For- 
minsky urged his reinstatement. 

Mr. Geller said he had appealed to 
President L. A. Lincoln. He said Mr. 
Lincoln asked him if the discharge was 
for non-production and on being told 
that it was Mr. Lincoln said there was 
nothing to be done about it. 

A Mrs. Finkelstein demanded an ap- 
pointment with Mr. Taylor of the Met- 
ropolitan regarding Mr. Geiler’s rein- 
statement. Mr. Piper said he would be 





glad to do so but that “I have no more 
power over Mr. Taylor than I have over 
you.” 

Mr. Taylor said a telegram had ar- 
rived from the committee only that 
morning, that he had to be at the hear- 
ing, that the president was out of town 
and that the superintendent of agencies 
was not available, but that if the commit- 
tee wanted to see him at 10 o’clock Fri- 
day morning he would see them. The 
delegation left, after Mr. Piper’s state- 
ment that sach questions as reinstating 
agents are outside his committee’s juris- 
diction and that the proper place is the 
labor relations committee of the legisla- 
ture. 


Officials Discuss 
Surrender Charge 


(CONTINUED FROM PAGE 3) 


sulted by Charles Evans Hughes and 
others who drafted the, Armstrong laws, 
said he argued against a $10 limit, 
though Mr. Hughes favored it and the 
Mutual Benefit’s limit of $10. The final 
conclusion of the laws’ drafters was that 
a limit should be fixed which would per- 
mit companies to work out the most 
equitable surrender charges according to 
their individual views and circumstances. 

As to liquidating securities in an un- 
favorable market because of loan and 
surrender demands, Mr. Rhodes said the 
Mutual Benefit liquidated about $10,000,- 
000 of securities in 1931. Asked why the 
Mutual Benefit makes a lower surrender 
charge than most other companies, Mr. 
Rhodes said that that is the company’s 
idea of equity but that “ideas of equity 
differ even in courts of equity.” He re- 
fused to claim any monopoly on the only 
true basis of equity and strongly urged 
that the companies be permitted to con- 
tinue as at present. Mr. Piper jokingly 
asked if he were taking that position 
because of wanting to avoid the com- 
petition that would result from forcing 
the other companies to the Mutual Ben- 
efit’s basis. 

Carroll Shanks, vice-president Pruden- 
tial, said more equitable treatment to 
policyholders results from letting the 
companies determine what the surrender 
charges should be, with the present stat- 
utory limits and that pressure of com- 
petition is always toward lower surren- 
der charges. 

Answering ‘Chairman Piper’s question 
as to whether there is not a point at 
which the entire acquisition cost ‘has 
been paid. Valentine Howell, vice-presi- 
ident and actuary Prudential, said there 
is always a charge on persisting policy- 
holders when policyholders withdraw, 
since assets must be kept more liquid in 
anticipation of withdrawals, no matter 
how old the policy is. 

W. M. Strong, associate actuary Mu- 
tual of New York, said that while he 
had no exact figures he was certain it 
would be more than 10 years before the 
acquisition costs were liquidated. 

Feay, associate actuary New 
York department, speaking as an indi- 
vidual and at the request of the commit- 
tee, brought on a lively debate with com- 
pany actuaries by his proposal for elimi- 
nating all surrender charges by the 
eighth policy year for participating and 
the 11th or 12th for non-par. He con- 
tends this could be done with equity to 








persisting policyholders, dividends being 
scaled so as to bring about this result, 

Mr. Rhodes was scathing in his com. 
ments on this plan, terming it “the most 
remarkable exposition I have heard jn 
over 50 years.” He wound up by saying 
to Mr. Feay: “You're a-most remarkable 
man.” 

Mr. Feay’s suggestions would permit 
the full $25 per $1,000 charge for the first 
three years, then tapering off to final 
elimination. He also suggested a pro. 
rata charge against the agents’ first year 
commission for policies not remaining in 
force at least three years. 

Morris Siegel predicted that any pro- 
posal would be nullified unless compa- 
nies were prevented from changing to a 
modified reserve basis, by cutting divi- 
dends or by raising gross premums. He 
urged that in the industrial field surren- 
der charges be eliminated after the fifth 
year, 


Walker Buckner’s Career 
Crowded with Usefulness 


(CONTINUED FROM PAGE 1) 


March 16, 1871 at Independence, Mo. 
Funeral services were held at Broad- 





way Tabernacle Church, Tuesday 
afternoon. Rev. Daniel Poling of 
Philadelphia conducted the — services, 


Honorary pall bearers were Mr. Buck- 
ner’s associate executive officers. The 
home office was closed Tuesday after- 
noon. 


Expect U. S. Insurance Bills 


WASHINGTON, D. C.—Those close 
to the throne predict that measures will 
be introduced in the next session of 
Congress providing for a compulsory 
federal control of insurance. It is stated 
that the SEC will sponsor a bill provid- 
ing a death benefit to be incorporated ia 
its setup. 


To Move Divisions in Chicago 


The New York Life will move its Chi- 
cago and Illinois clearing house depart- 
ment to 140 South La Salle street, Chi- 
cago, May 1. It will occupy the bank 
floor in this building known as the Na- 
tional Bank of the Republic building, and 
other space adjacent. The space totals 
about 19,000 square feet. The public 
service department will be located on the 
first and second floors, including the var- 
ious service departments, such as cash- 
ier, premium paying, inspection, agency 
service, medical, death and disability 
payments. The nine branch agencies in 
the Chicago “loop” will not change 
their locations. 


Honor Dowell in Seattle 

In charge of President Guy J. Gay, 
Sun Life of Canada, the Life Managers 
Association of Seattle held a luncheon 
in honor of Dudley Dowell,, New York 
Life, prior to his leaving for Pittsburgh. 





Fete Nichols’ 35 Years Service 


Wade H. Nichols, manager Metropoli- 
tan’s Roseland, IIl., district, was honor 
guest at a dinner in Chicago this week, 
celegrating his 35 years service for that 
company. Austin T, Schussler, superin- 
tendent of agents Great Lakes territory, 
presided and presented Mr. Nichols a 
diamond 35 year service medal. Mr. 
Nichols is nationally known. 
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Sales Ideas and Suggestions 











Social Security Sales 
Opportunities Are Cited 








Sales opportunities created by the 
social security amendments which will 
go into effect Jan. 1_were outlined by 
Roland D. Hinkle, Equitable Society, 
Chicago, before the Business-Getter 
Clinic of the Chicago Association of 
Life Underwriters. Mr. Hinkle is the 
inventor of the slide rule which is sold 
by THe NATIONAL UNDERWRITER. As 
soon as people begin getting checks as 
beneficiaries under the social security 
act next year, the public will be keenly 
interested in its provisions, he said. 
More emphasis will be placed on in- 
come as a result of the act and it is up 
to the agent to adapt his sales ap- 
proach to that basis. The social secur- 
ity benefits will mean more in propor- 
tion to men in the low income groups. 
For example, a man earning $100 a 
month from age 35 until retirement will 
get approximately 32 percent of his in- 
come in social security benefits, plus 
half that again for his wife or approxi- 
mately 50 percent of what he has been 
earning. For the $6,000 a year man 
working from 35 to retirement at 65, his 
and his wife’s social security income 
will represent approximately $73, or 12 
percent of what he has been earning. 


Can Provide Complete Program 


Mr. Hinkle predicted that life insur- 
ance men will continue to do the most 
of their business, as they have before, 
with those earning $1,500 a year or 
more. By superimposing life insurance 
on social security benefits, people earn- 
ing $1,500 to $2,500 a year may for the 
first. time provide adequate security for 
themselves and their families, while those 
earning over $2,500 to $5,000 a year may 
provide complete programs of security 
for themselves and their families. 

In pointing out the need for supple- 
menting social security benefits with 
life insurance, Mr. Hinkle stressed the 
point which was made by M. A. Linton, 
president Provident Mutual Life, who 
warned against saying that the period is 
not covered between the time a widow 
with children ceases to get benefits 
when the children reach 18 until she re- 
sumes benefits at 65. Before she is 65 
a woman can work and so she is not 
the responsibility of society, so that 
the social security act does properly 
cover her. However, prospects will be 
interested in providing an income so 
that widows will not have to work dur- 
ing the interim. As the act provides 
that no income will be payable if the 
person entitled to it is working in cov- 
ered employment and receiving $15 a 
month or more, if a widow seeks to 
supplement social security income by 
working, she will lose the social secur- 
ity benefits. 


Two Possibilities Cited 


To emphasize the sales opportunities, 
Mr. Hinkle cited two examples. A man 
earning $135 a month, who is age 35 
with a wife 33 and children four and 
eight, can provide for a complete pro- 
gram supplementing the social security 
Provisions ' with $10,000 insurance, on 
which the ‘net premium represents less 
than--10--percent of his. income. Such 
amount of insurance provides for 
cleanup and emergency funds and will 
Provide the widow with an income from 
the time her social security benefits 
cease until they are resumed at 65. It 
would also increase the retirement in- 
come at 65 by $38, making a total of 
over $100 for both the man and his wife. 

.man 45 earning $300 a, month, with 
a wife 44 and a child 13, “with $29,300 














insurance beside the social security ben- 
efit will have a very satisfactory pro- 
gram. In addition to the cleanup and 
emergency fund, an educational fund 
can be provided as well as a $100 a 
month retirement income to _ supple- 
ment the $72 a month the man and his 
wife will receive from social security. | 

Necessarily the social security provi- 
sions must be for general application, so 
there are many opportunities for supple- 
menting them by life insurance to meet 
individual needs. For example, if a 
man’s wife is several years younger 
than he is, she will not begin to re- 
ceive her share of the benefits until she 
has attained 65. Life insurance can be 
sold to provide an income during the 
years between the time the husband 
reaches 65 and the wife does. 


Provides Supplemental Income 


If a man wishes to retire earlier than 
age 65, the social security benefits are 
based on his average monthly wage 
during the years until he is 65. Con- 
sequently, if he retires at 60, for ex- 
ample, his average monthly wage will 
be lower than if he worked to 65. Life 
insurance can provide a supplemental 
income in this case. / 

Mortgage redemption insurance will 
take on a new importance.. With the 
social security provisions providing in- 
come, if a home is clear the family can 
stay together and live on the social 
security benefits. Inasmuch as the ben- 
efits for children cease at age 18, a 
greater market is created for educa- 
tional fund insurance and also for what 
Mr. Hinkle termed career or business 
funds, to give youngsters starting out 
time to get on an adequate earnings 
basis. 





Term insurance can be sold to take 
care of the difference in provision for 
the currently and wholly insured person. 
For example, widow’s benefits at age 
65 are not payable if a man dies while 
he is currently insured although within 
a few years he will become fully in- 
sured. 

There are many opportunities pre- 
sented for salary savings programs to 
supplement social security benefits. 
There are also a great many people not 
covered under the act. 


Approaches Are Suggested 


Mr. Hinkle suggested 
proaches: 

“Mr. Prospect, at present I believe 
your insurance is arranged to pay your 
wife the proceeds in cash. The changes 
recently made in the social security act 
will have quite an effect on your fam- 
ily’s circumstances in case of your un- 
timely death. Now we can distribute 
your insurance proceeds as income and 
increase its value to your family from 30 
percent to 100 percent.” 

“Mr. Prospect, you have probably 
seen something in the papers about 
Congress’ amending the social security 
act, and possibly you know that your 
contributions have been ‘frozen’ at 1 
percent for another three years. That 
was just a minor change, for it couldn’t 
make a difference of more than $1.25 a 
month to you. However, the important 
changes which have not been widely 
publicized will undoubtedly made a dif- 
ference of $20 to $50 a month to you 
and your family.’ 

“Mr. Stranger, you are included un- 
der the social security act, aren’t you? 
(Yes.) Then you'll want to know how 
the new amendments affect your ben- 
efits. I can show you very easily.” 

“Doctor, although you are not per- 
sonally entitled to benefits under the 
social security act, as a well-informed 
person I presume you feel you ought 
to know something of the new amend- 
ments.” 


several ap- 








Pension Trusts and Similar 
Plans Are Accentuated 


NEW YORK—Because of the trend 
generated by social security legislation, 
business is going to be sold more and 
more through pension trusts and similar 
group methods, while agents who stick 
solely to individual sales will find them- 
selves working almost solely in the pro- 
fessional field where pension trusts 
would not apply, C. Preston Dawson, 
general agent, New York City, New 
England Mutual, told the New York 
City Life Supervisors Association. 

“If you are alert to your job you had 
better study pension trusts, salary sav- 
ings, group annuities and group insur- 
ance, for they are going to make big in- 
roads into the individual field,” he de- 
clared. setuid 

Since a tremendous amount of time is 
consumed in working up pension trust 
cases, Mr. Dawson .advised selecting 
only the cream prospects. Prospects, 
he said, should have a steady annual 
margin of profit. The employer must 
be socially minded or chances of closing 
are slim, but it is surprising how many 
employers have become so minded. Mr. 
Dawson said his faith in human nature 
had been redoubled because of his ex- 
periences with employers in connection 


‘with pension trust business. 


Those to be covered should be largely 
of the white collar and executive class, 
he said. He warned against. writing pen- 
sion trusts on a. small group of-officers, 
particularly where. these’ are the stock- 





holders, saying that this would invali- 
date the tax exemption feature. Groups 
of less than 50 are particularly good 
prospects, he said, because there is no 
competition from group pensions. Non- 
profit organizations, while they might 
be expected to be interested because of 
not being under social security, are ac- 
tually not so good because of having 
a very scant margin to work with. 

Changes in the social security act 
which go into effect Jan. 1 have greatly 
accelerated the interest among employ- 
ers which was aroused by the original 
act. He quoted one employer who had 
switched from an anti-pension to pro- 
pension attitude as follows: 

“We had no choice. Social security 
is making a reasonable provision for the 
lower income employes but for those 
earning 3,000 and up social security dis- 
criminates so greatly against them that 
our hands were forced.” 

Mr. Dawson said this attitude is by no 
means isolated but is quite representa- 
tive. 


Maintain Testimonial File 

Every agent should maintain a testi- 
monial file to keep letters from satisfied 
clients and other material which can be 
used in motivating prospects and in 
creating prestige for himself. In many 
cases policyholders are willing to write 
testimonial letters, . especially if - the 





Sell Rejected Programs 
with Social Security 





The amended social security act pro- 
vides a good opportunity to discuss the 
prospect’s financial problems with him, 
E Snow, Aetna Life home office 
agency supervisor, said before the Chi- 
cago agency. He suggested that agents 
take every program in their files which 
they have figured but have not sold and 
refigure them in terms of the social se- 
curity act and go out and re-present 
them to their prospects. He told of two 
actual cases where the prospects had 
objected to the large amounts of life in- 
surance needed but were willing to go 
ahead for smaller sums inasmuch as the 
— security provided part of the ben- 
ent. 

Another way to cash in on the social 
security plan immediately is to get out 
his file cards for all prospects for whom 
the agent wants some good reason to 
go back and see. He can tell them he: 
wants to explain the social security plan 
in which they will be interested. For 
prospects in the low income group, Mr. 
Snow recommended the use of a simple 
program plan, while for prospects of 
$2,500 to $5,000 upward, regular pro- 
grams used in the past can be continued. 
Prospects in the latter class will tend to 
consider the social security benefits as 
so much “gravy” but probably from 25 
to 50 percent will like to see their insur- 
ance reprogrammed so they can see ‘it 
both ways. 

It is imperative that every agent sell- 
ing life insurance know the social secur- 
ity act inside out, Mr. Snow declared. 
He said as soon as the political cam- 
paign is under way next year there will 
be plenty of talk about the social se- 
curity benefits which means that every 
prospect will want to know about them. 

He suggested that agents give talks 
on the social security act before various 
clubs and organizations. He cited sev- 
eral cases where this was done and the 
speaker had had many voluntary inqui- 
ries for personal explanations which 
provided good prospects for insurance. 

Under the revised act the family is 
now considered as a unit instead of the 
individual, Mr. Snow pointed out. For 
figuring the basic social security bene- 
fits, Mr. Snow suggested the Aetna plan 
of using the $15 base and adding 10 per- 
cent of the monthly income up to $250, 
plus 1 percent for each year the assured 
comes under the act. 

E. M. Reed, home office supervisor, 
explained the programming in connec- 
tion with the social security benefits. He 
pointed out sales opportunities for pro- 
viding income for a wife from the time 
the oldest child reaches 18 until she be- 
comes 65, for educational funds and for 
supplementing the retirement income at 
age 65. 








agent has rendered some unusual serv- 
ice. In getting up special testimonial 
letters it is best to keep away from 
stereotyped torm because they will look 
as if they were “canned.” Although 
they actually are, a variety can be se- 
cured to make them look as if they are 
not. Every person likes to have the 
judgment of others to reenforce his own 
opinion in buying something. 





Costello Is Dallas President 


John P. Costello, Southwestern Life, 
has been elected president of the Dallas 
C. L. U. chapter, succeeding John A. 
Monroe, Jr., Great National Life. Ly- 
man E. King, Connecticut General Life, 
was named vice-president and H. 
Miller, Jr., Bankers Life, secretary- 
treasurer. wis 
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Pink Cogitating on 
the Counsellors 





(CONTINUED FROM PAGE 1) 


at which time the sales congress will 
be held. 

The Westchester County Association, 
newest organization in the state, was 
host. This association reported success 
with its system of sending out represent- 
atives to speak before social and civic 
organizations on life insurance and to 
answer the pubfic’s questions. People 
are very much interested in life insur- 
ance, it was said. 

S. Myrick, manager Mutual Life in 
New York City, and honorary president 
of the state body, made the final address 
commenting on the fact that although 
no acute problems were before the state 
organization, members were present at 
the meeting from all over the state, in- 
dicating that the state organization is 
well organized and ready for any con- 
tingency. 


Urges Cooperation 


Mr. Myrick said that the better busi- 
ness practices committees of chambers 
of commerce and other kindred civic 
bodies are cooperating more and more 
with agents’ associations throughout 
the country and recognizing the impor- 
tance of their local agents in promoting 
thrift through the service of the life in- 
surance companies. He said the United 
States Chamber of Commerce and the 
local associations are working closely 
together on the replacement problem. 
He praised the election of Holgar J. 
Johnson as president of the Institute of 
Life Insurance and mentioned that the 
institute was fulfilling an idea which has 
been held by the National Association of 
Life Underwriters and other associa- 
tions for many years and urged that the 
institute be given the fullest cooperation 
of all associations. He also reviewea 
the general economic situation and the 
National association’s appearance before 
the Treasury Department to obtain 
greater exemption for life insurance es- 
tates. 

Mr. Myrick said that the growing 
proportion of older people in the popu- 
lation means that the life insurance busi- 
ness must put increasing stress on the 
sale of endowments and other forms of 
insurance désigned to protect against 
the hazards of old age. He predicted 
as a consequence of this shift term in- 
surance will be relegated to its proper 
place as a temporary coverage or as 





giving an option on a permanent form 
of insurance. 


E. A. thesis Agency 
Plans Anniversary 
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licly signed a scroll bearing the number 
of lives they pledge to write from Nov. 
1, 1939, to Nov. 1, 1940, and the volume 
of business pledged to be done in the 
12 months. The plans were announced 
at the annual dinner. of veteran associ- 
ates and producers at which F. L. Jones 
and A. G. Borden, vice-presidents of 
the Equitable, were speakers. 

The Edward A. Woods Company, the 
world’s largest life agency, shows a plus 
production in group insurance of 110 
percent over 1938; an increase of 25 
percent in paid ordinary business and 
an increase of 5 percent in the number 
of applications paid for the year to date. 
There are only 20 life companies whose 
total country-wide business equals the 
volume of business done by the agency. 
The agency has a record of underwrit- 
ing more than a billion dollars of 
ordinary business and at this date has 
in force approximately $1,133,000,000. 


Meeting Is Held 


There were 420 present at the dinner. 
Manager W. M. Duff presided. J. P. 
Manson, the oldest director in point of 
service, and H. M. Alexander, chairman 
of the agency committee, extended 
greetings on behalf of the directors. 
Julien Bryan was the speaker of the 
evening. giving an address on “Poland— 
Land of Peace and War.” Vice-Presi- 
dent Jones speke on “A Mutual Life 
Cempanv as a Democracy.” 

Mr. Duff explained a large control 
chart showing definite objectives for the 
various departments in the office under 
the immediate supervision of the com- 
mittee headed by F. J. Stevenson with 
W. J. Cummins and R. L. Feldman as 
vice-chairmen. Each agent was given 
an opportunity to underwrite personally 
a portion of the total objective. The 
four leaders, J. M. Pferl, M. B. Higgins, 
M. B. Cohill and L. A. Spencer, each 
signed up for $1,060,000 production. 
When the scrolls were completed they 
showed over 300 pledged quotas. 

On the second morning session Mr: 
Borden spoke on “People, Purpose and 
Policies,’ C. T. Davies, Wyomissing, 
Pa., retired manufacturer, who owns 
enn of life insurance, gave 
a talk. 
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YET LOCATED IN THE DELIGHTFUL RESIDENTIAL DISTRICT 
Two can enjoy a spacious room at the Ambassador Hotel, 
yet pay only the price of a single. Combination tub and 
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Double Occupancy AT SINGLE ROOM RATES 
New Management by John B. Quigley 











RECORDS 





Northwestern Mutual Life — Sales of 
new insurance, which increased 3% 
percent in September, continued to gain 
with 11 percent increase in October, 
and November is maintaining the mo- 
mentum of increased new business. 

Connecticut Mutual—‘“Evidence that 
the American public is leaning more and 
more on life insurance for financial se- 
curity is found in the latest insurance in 
force figures of the Connecticut Mu- 
tual,” points out H. H. Steiner, secretary. 
It has $24,205,537 more life insurance 
protection in force than it had 10 months 
ago, and $2,178,221 more than a month 
ago. These gains bring the total in force 
to $1,037,295,496. Total sales were $76,- 
914,016 for the first 10 months, a gain of 
4.1 percent over the corresponding 
period last year. The sales for October 
were $7,805,549, although the corre- 
sponding month last year was 6.5 
percent greater. 

Lincoln National—A gain of 33 per- 
cent in new paid business for October 
this year over the same month a year 
ago is shown. Total volume paid for in 
October was $15,798,000; for the year to 
date more than $133,288,000. Total in- 
surance in force at the end of October 
was $1,026,308,000—a new all-time high. 
October was the 29th consecutive month 
in which the total insurance in force 
reached a new all-time hieh mark. Its 
insurance in force has shown uninter- 
rupted increases for 44 consecutive 
months. 

Bankers Life, Ia.—Reports $4,679,000 
new paid business in October with a 
ten-month total of $45,774,000. The W. 
K. Niemann Des Moines agency con- 
tinued to top its agencies with $526,524 
for the ten months. Cedar Rapids ranks 
second, Pittsburgh third, Chicago fourth 
and San Antonio fifth. 

Hearthstone Life—Frank P. Manly, 
president reports that the company is 
making good progress and will close 
1939 with about $2,000,000 in force. 

California-Western States Life — Re- 
ported 24.4 percent increase in written 
business and 25 percent increase in paid 
pro rata business in October over Octo- 
ber, 1938, a substantial increase in writ- 
ten and paid business in the first week 
of November. 

Kansas City Life—Business in Octo- 

ber showed a gain of over $1,000,000 or 
26.8 percent compared with October, 
1938. Seven agencies more than dou- 
bled their last year’s October volume. 
_ Postal Union Life—New paid for life 
insurance issued the first ten months 
showed a gain of 190 percent over the 
same period of 1938. New premiums 
increased 250 percent over 1938. 





Complaints in Nebraska on 
“Counsellors” Broadcasts 


LINCOLN, NEB.—Several informal 
complaints have been made to the Ne- 
braska insurance department of the re- 
newal of activities on the part of big 
city insurance “counsellors,” which in- 
cludes the use of the radio to advise 
listeners to send in data on old insur- 
ance policies they may have lying around 
the house, on which there might be cash 
values. The National Refund Corpora- 
tion of West Washington street, Chi- 
cago, has been one of the advertisers. 

A year ago the department secured 
the cancellation of radio advertising con- 
tracts by calling attention of the broad- 
casting station operators to several cases 
where policyholders who had sent in 
their certificates found that they had to 
pay several hundred dollars to the coun- 
sellor that they could have saved 
if they had sent them direct to the issu- 
ing companies. In those cases the coun- 
sellor took half of what he got. As 
reported to the department, the com- 
mission now being asked is a sixth, but 
no assignment of the policy is demanded 
as. was done in past years. : 

The department had to inform the 








Take Action to Stop | 


Bad Practice 


SALT LAKE CITY—A resolution 
of thanks to life companies which have 
favored and encouraged the appoint- 
ment of agents who devote their ep- 
tire time to the business of selling life 
insurance and commending the helpfyl- 
ness of the Utah commissioner and his 
department in investigating qualifica- 
tions of applicants for agency licenses, 
was adopted at the November meeting, 
The resolution pointed out that some 
corporations have sought to obtain di- 
rect life insurance representation in or- 
der to exploit or supplement lines 
wholly foreign to insurance, and if this 
effort is succesful would induct into 
the life insurance field solicitors with- 
out adequate insurance background or 
training. 

It was learned that a Salt Lake bank 
recently applied to the department for 
a license for one of its clerks to write 
applications on ‘borrowers of money 
from the bank. This was the primary 
cause of the resolution. 

H. J. Syphus, superintendent of 
agents Beneficial Life, gave highlights 
of the recent Chicago meeting of the 
Sales Research Bureau and Life Agency 
Officers, saying the entire program 
was devoted to a defense of the agency 
system, made necessary by attempts at 
Washington to discredit it. 

“There’s no use of trying to disguise 
the true situation of affairs,” he said 
“You men on the firing line are in dan- 
ger of losing your jobs because the 
federal authorities want them taken 
away from us; but they will not suc- 
ceed, because neither the companies nor 
the agents will let them.” 

An interesting discussion was held by 
P. K. Wells, Bankers Life of Iowa, and 
C. C. Guilford, general agent North- 
western Mutual, on “Problems of the, 
New and Old Life Underwriter.” Mr. 
Wells, speaking for beginners, said the 
main fault with them was wanting to 
do all the talking,” which often resulted 
in no sale. Another fault is failure to 
stress human _ needs. to_ prospects. 
Speaking for older men, Mr. Guilford 
said the real problems are within the 
agents. He asked if they were seeing 
the number of people each day they 
should in order to give the law of aver- 
ages a chance to operate in their favor. 

Frank Mozley, president, presided. F. 
E. Walker was in charge of the pro- 
gram. 








radio companies that there was nothing 
illegal about the transactions. John S. 
Logan, department attorney, however, 
has suggested to Nebraska companies 
that they take to the radio to inform 
holders of policies that possessors have 
regarded as valueless to send them or 
their numbers to the companies, and 
they will be advised as to their rights 
without cost. 





Michigan Actuaries Hear Thompson 


DETROIT —H. B. Thompson, sec- 
retary-treasurer Michigan State As- 
sociation of Life Underwriters and sec- 
retary-counsel of the Associated Life 
General Agents & Managers of Detroit, 
addressed the Michigan Actuarial Soct- 
ety at its November meeting on socia 
security legislation and its effect on 
life insurance. J. T. Rohm, actuary 
American Life, presided. 





Distribute Millionaire Davies’ booklet, 

y I Bought Life Insurance,” to | pene 
pects. 8 for Order from Nation 

Underwriter. 



































¥ Just Off the Press! 





One of the most important, Advanced 
Underwriting books of recent years. 


By a Member of 
The Million Dollar Round Table 





Some Chapters of Mr. Pirnie’s Book 


Building the Estate 
The Final Presentation 


Mental Attitude 
The Tools 


An Estate Planning System That Works! 











| ERE, in simple understandable terms, the reader is 

taken behind the scenes and shown just how this out- 
standingly successful underwriter works. Many canvassing 
and auditing forms are included, together with the standard- 
ized outline presentation which has been used so effectively 
not only by Mr. Pirnie himself but by many of his associates 
who have worked his plan. 


OST important is this latter fact, because had Mr. 

Pirnie been the only one able to produce millions with 

his plan, it would obviously be an entirely personalized pat- 

tern. This is emphatically not the case, as the workability of 

his system has been proven by many of his associates who have 
used it just as successfully as he himself has. 


An Advanced Underwriting Book that Every “‘C. 
L.U.’’ and all who hope to become “‘C.L.U.s’’ 
will want to carefully study—ORDER YOURS NOW! 


YOU MAY GET IT ‘“‘ON APPROVAL”’ 





The Sales Presentation Following Through 

ae recent years. 
The Second Interview Objectives . 
Why? Compensation 





“Planning and Selling 
The Basic Estate” 


By RODERICK PIRNIE 


—a most unusual new book, giving a thor- 
oughly practical explanation of an outstand- 
ing “Success-F ormula.” 


NCE in a blue moon, some very successful underwriter con- 
sents to make public in book form the ewact methods which 
he has used to accomplish outstanding results. "True, such books 
are rare indeed for several reasons; either the successful under- 
writer is one of the suspicious, reticent, secretive type; or his success 
is due to a great extent to personality; or his methods are so highly 
intuitive that he is unable to analyze them and reduce them to 
print. Only seldom is a great underwriter possessed of the analytical 
power and the desire to share his methods with others—both of 
which are essential to produce a thoroughly practical explanation 
of “how-he-does-it.” 


MONG the very few men thus equipped is Roderick Pirnie, 
General Agent of the Massachusetts Mutual at Providence, 

R. I., a member of the Million Dollar Round Table and one who 
by means of a standardized Estate Planning Method has produced, 
with his associates, some thirty million dollars of life insurance in 


OR a long time Mr. Pirnie and his associates withheld this 
method from publication. Recently, however, The National 
Underwriter Company was able to persuade them to release their 


system for the benefit of the business; and it is 
now published for the first time in its entirety in 
a handsome brochure illustrated on this page. 


—Exactly how a great underwriter works! 


—A presentation that has proven it will work for 
others, as well as the author! 


—A method any underwriter with good back- 
ground may adopt with PROFIT! 


Mat THis Couron For Yours Topay 
Send me on ten day approval...............2.00. copies of 


Roperick Pirnie’s “Planning & Selling The Basic Estate” 
(Single Copy $2.00; ten, $1.80 each—less in larger quantities) 


COMES oo iia Sakae kh ds ndn sdV enh aes TeeEL at acea ena dbase dadatdaes 
MD or oc ca dou he oxi BARS Reda enna banana 


CM as aad kaa taeednshdaes 0 deasegaanspeeiatixatbedadas ties 


To The National Underwriter Company—Book Dept. 
420 East Fourth Street, Cincinnati, Ohio 


























The executive committee of the Georgia Association of Life Underwriters met in 
Atlanta to formulate plans for 1940. Left to right, seated: Luther H. Guest, Connecti- 
cut Mutual, secretary: N. Baxter Maddox, Connecticut Mutual, president: Harry W. 
Indell, Metropolitan Life, vice-president, all of. Atlanta. Standing: John M. Selser, 
Connecicut Mutual, Macon, vice-president; Alfred Monsalvatge, Mutual Life of New 
York, Augusta; vice-president; H. Grady West, Liberty National, Columbus, vice- 
president: James Holland, Connecticut Mutual, Savannah, vice-president. 











At the opening session of the Home Office Life Underwriters Association in 
New York this week, J. M. Laird (left), vice-president Connecticut General. gave 
his presidential address, and Leigh Cruess (right), vice-president Home Life of 


New York, presided. 


A large group attended the meeting of the Orange Belt Life Underwriters Asso- 
ciation at Riverside, Cal. The southern California caravan of the California asso- 
ciation, under the sponsorship of the Los Angeles association, presented the 
program. W. E. Stoessel. general agent National Life of Vermont, was chairman 
and F. M. McMillan, Penn Mutual general agent, conducted a round table discus- 
sion, with H. G. Mosler, chairman of the Million Dollar Round Table; C. E. Cleeton, 
Occidental Life, and J. L. Mage. Northwestern Mutual Life, participating. Dan Flynn, 


Penn Mutual Life, spoke. 


Two prominent association leaders in North Carolina are W. H. Andrews, Jr. 
(right), Jefferson Standard home office agency manager, Greensboro, National trus- 
tee and past state president, and D. D. Edmunds, Equitable Society, Winston-Salem, 
now head of the North Carolina association. 





